Lae 
ow? Recondaal 


“You always find us in good 
shoe company... .” 


Evaline... 
> the gracious lady of kidskin 


Brogi... 


who stands for grained goatskin 


Jimmy Pig... 


so rough, tough and ready 


All are preferred leathers in the 
smart serviceable shoes of today. 


Ruby (black) Kid. Peerless White, 
Brown and Blue. Suede and Grained 
Leathers in all approved shades. 
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CAMDEN, NEW JERSEY 
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a popular 


Spring leather, patent is 
being talked of more and 
more fora big season ahead. 
Its sparkle and brightness 
will be widely used to tone 
up restricted footwear lines. 


For the right patent as well 
as the right color, Colonial 
is the correct choice . . 
because Colonial is fine grained... * 
mellow... easier to work ... econom- 
Colors ical .. . and the most widely used 
No. 556 BLUEJACKET patent leather in the world. It could 
No. 532 TOWN BROWN not have attained this position of 
= oo leadership if it did not give more 
SNO-WHITE value cent for cent ... more satisfac- 
BLACK tion foot for foot. 


COLONIAL TANNING COMPANY, BOSTON 





-OLONIAL PATENT 


2 
FOR THE Kutt LEATHER SHOES 





In certain things Mother Nature gets results that are not 
possible from mechanical sources. One of these is the drying 
of fibre board. Time and labor could be saved by drying the 
ibre artificially, but only natural drying in the clean New 
Hampshire sunlight will get the mellow quality that adds 
wich toughness and flexibility to the finished product. Just 

ther of those processes that we use to make Spaulding 

ters your first choice. Spaulding Fibre Co., Inc., North 


Bester, New Hampshire. 


MOTHER PART OF THE SHOE MEANS SO MUCH... 


Spaulding Counters fit the 
last exactly like this— 
inside and outside—heel- 
seat, quarter and shank. 
No resistance! No strain 
on your customer's heel! 


SPAULDING 


COUNTERS 


AND COSTS SO LITTLE 

















Localized Tat Factories 
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~ shoe Gs—Today, in retail stores everywhere, the shoes of 
many manufacturers are making or maintaining a reputation for fine 
fit in all sizes and widths because they are made over United lasts. 


-Cimbucans —Millions of shoes on the active feet of young and old 
Americans — students, workers, housewives, and Service men, fit bet- 
ter because the original models were made by United craftsmen and 
the lasts produced by the latest technical processes. 


-the Warl fort —ron of the United Last Company's manufacturing 
facilities are engaged in war production, but United Last Factories 
will continue to give dependable service in meeting the needs of the 
industry with “Fit Foremost Lasts”. 
UNITED LAST COMPANY Grcscortccc. §— tmmenssence. cons tron, to 
. W. GARDINER CO., Lawrence, Mass. KRENTLER BROS. CO., Milwaukee, Wis. 


T 
140 FEDERAL STREET, BOSTON, MASSACHUSETTS stewart porter cO., Brooklyn, N.Y. UNITED LAST CO. LTD., Montreal, P. @. 


Vol. CXXII. No. 14. BOOT AND SHOE RECORDER, published every Saturday ty Chiltern Company, (Inc.). Entered as second class matter November 23, 1932, at the Post Office in Philadelphis® 
Act of March 3, 1879. Subscription price $3.00 per year. Printed in U. S. A. (Canadian rate $3.0@ plus $0.50 for Canadian War Exchange tax—making total of $3.50.) 





BRINGS 'EM BACK 


Every day, thousands of men follow the suggestion, “try on a pair 
of Jarmans, and let the shoe horn be the judge.” These men discover real 
comfort in Jarman’s distinctive friendliness of fit, which means that the dealers 
who sold them are going to get repeat customers! Jarmans are your insurance 
against a “customer shortage” . . . consistently different 
national advertising, backed up by Jarman’s fine leathers, expert 
workmanship and distinctive friendliness of fit, make them the 
leading brand in the popular $5.85 to $8.85 price field. Our 
representative, now in your territory, will gladly show you the 
new Jarman line for Spring and Summer, and the 
dramatic, selling promotional material that will bring you 
rapid turnover and extra profits. It’s friendliness of 
fit that brings em back! 


58,8" 


0 
THE SHOE HORN SELLS THE NEXT PAIR TO 


SHOES FOR MEN 


JARMAN SHOE COMPANY @ A Division of General Shoe Corporation @ NASHVILLE, TENNESSEE 
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AFTER HOURS- 


WITH CELASTIC 


When the woman war worker’s 
day is done and the moment for 
well earned relaxation is at hand, 


there comes the desire to “dress 


2°? 


up”. 
In footwear for leisure hours 
Celastic provides absolute toe 
comfort with smooth wrinkle free 


toe linings, and in addition brings 


an extra measyre of style to the 


shoe by accurately reproducing 


the clean cut lines of the last. 


During work hours, foot comfort 
is protected with a Celastic box 
toe of larger pattern and heavier 


EVERY PAIR OF SHOES MADE WITH weight, fused into a shoe of 


Cebaslic »’ serviceable styling. 
ma 
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THE QUALITY 
BOX TOE 


RESPONDS TO FEET IN MOTION 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 








EIGUEST FOR MR. T0J0 


In THE steaming jungles of New Guinea and the 
Solomons ... wherever there are Japs to be met and beaten 
. .. Converse-made products are making their contribution 
to the protection and success of America’s fighting men. 
Camouflaged jungle ponchos... high-top jungle footwear... 
these are only two of the many Converse items which our 
1200 loyal workers and expanded plant facilities are pro- 
ducing in maximum quantities for every branch of our 
country’s fighting services. Into these ‘“‘victory-first’”’ prod- 
ucts goes the skill and quality that have made. Big ‘C’ Line 
Waterproof Footwear a leader for three and one-half dec- 
ades. When peace comes, America’s better footwear 
retailers will again feature, with pride and profit, this lead- 
ing brand of waterproof footwear. 


2 SPECIAL NOTE TO CONVERSE DEALERS 
For the present... and so long as regulations permit... 
Converse will continue to manufacture a limited produc- 
tion of PATRIOT BRAND Waterproof Footwear, the 
best possible quality available under WPB restrictions. 





LEATHER 
TOPS 


CONVERSE RUBBER COMPANY, MALDEN, MASSACHUSETTS 


CHICAGO NEW YORK 
212 W. Monroe Street 200 Church Street 









PHOTO OF COLOR AD 
IN THE NOV. 28 “POST” 


Again! 
CRADLE HEEL 


TRED 
in the 


OST 


Mere is another of the high-visibility 
color advertisements that are running 
in the Saturday Evening Post—listing 
each time for millions of readers a few 
of the dealers who sell Bootmaker 
Guild Shoes with Cradle Heel Tred. 
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You will recognize many of these 
names as nationally known leaders in 
high-grade shoe retailing. When mer- 
chants like these pick Cradle Heel 
Tred as the brightest spot on the shoe 
it’s a tip! 










horizon... 






You can’t beat this combination of 
Cradle Heel Tred comfort and Boot- 
maker Guild quality. Look into it now! 










Write for Catalog 





Ask our Representative to Call 





FREEMAN SHOE CORPORATION 
BOOTMAKER GUILD DIVISION, 
BELOIT, WIS. 
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~ how this new construction restores to its 


_ snuggles into the molded imprint that 


‘Bootmaker Guild Shoes 
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CRADLE 
HEEL TRED 





; : bbe fe 0. cupped concavity of Cradle Heel Tred . 
hae ‘catia oo , inyrovemens in fine shoemaking . . . crys- 
i hoes time experience of a noted shoe speciolist 

TER, MINN., FAMOUS MEDICAL CENTER. 














The _.“Moccasin” ot its 
smartest—in hond-stained 
“Nordkyn" colfskin. One 
of mony handsome styles, 


nt So- 
rn Stig, 


i IS going to be a revelation . 

Your first try-on of a pair of Bootmaker 
er 

Guild Shoes, with the exclusive, potent- 

ed Cradle Heel Tred. 

Your feet will tell you. As your heel 


that carries up to 85 per cent of your 
weight.. Your feet will feel fitted all 
over... “trued up” for unrationed 
miles of welcome walking. 

In Bootmoker Guild Shoes with Crodle 
Heei Tred you will find choice leathers, 
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seems made for it, you will understand 





p g wor hip, and faultless 


















: Ae Jud styling. Nominate them now ... to be 
-nermal funct: natural cushioning the next shoes you will buy! 
FOR DE 
ALER'S NAME, IF NOT USTED, WRITE FREEMAN SHOE CORPORATION 
BOOTMAKER GUILD DIVISION, BELOIT, WIS. : 
nee bese Groves C o 
CrawtordsRahaighveey Benet 
g che: im, F miweod ryt 
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~ + Fronk Bros 
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ALSO MAKERS OF FREEMAN 
MASTE 
FINE SHOES : 





FITTERS (MOST STYLES $8.75) 
“9 $ 5) AND Fi 
(MOST STYLES $6.95)—"WORN WITH PRIDE BY Preeti, 
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that’s the #1 feature of the 


Mode Art Program 


A 


Mode Art is the greatest ‘6 style line in America 


There is no line of shoes or anything else pre- 
sented to you without some particular outstand- 
ing feature. We are no different— 


Our feature is the simple fact that we have spent 
more than ten years digging into the question of 
what must go into a style line in our grade to 
afford the retailer the best operation. 


1. GOOD FITTING SHOES; (our lasts are 
proven by the “reorder” method — they are 
from 9/8 to 22/8, open, closed, square, bump, 
walled, etc., we have them all.) 


2. QUALITY IN MATERIAL & WORKMAN- 
SHIP; (the very best material available in 
our grades is used throughout and our shoe- 
making is in keeping with the strictest prin- 
ciples of the industry.) 


8. SALES FEATURES; (we have several, all 
of which can be seen and demonstrated at the 
fitting stool—patented markings.) 


These things bring your customer back for 


MODE ART shoes and make for a volume 
operation. 


MOULTON-BARTLEY 





INC. 


’ 





We are a completely flexible company and able 
to act quickly and to shape our operation to fill 
the individual needs of our customers. During 
these days of Government orders, reduced pro- 
duction and other limits and controls—this is an 
extremely urgent need for every retailer. 


Our shoes are styled to do a volume job, our 
customers have few to no mark-downs, all costs 
in MODE ART shoes are at an irreducible 
minimum— 


RESULT: We pass our savings along to our cus- 
tomers by simply giving them MORE shoe for 
LESS money, thus more net profit for them. 








SAINT LOUIS, 


Boot and Shoe Recorder 














MISSOURI 





os 


= ee oe if 





le 
ill 


)- 


}- 








ecorder 


0 





WILLIAM M. JEFFERS, Rubber 
Administrator of the War Produc- 
tion Board, spoke at the dinner of 
the Association of National Adver- 
tisers and said: “My job is to sell 
the people of the United States the 
stark necessity of conserving rub- 
ber. The entire purpose of this 
Rubber Conservation Program is to 
keep America on wheels.” 

So far so good, say we; but there 
is a need for keeping children and 
keeping workmen on rubber soles 
and heels and the very small ton- 
nage needed for that important fac- 
tor in health and foot locomotion is 
worthy of being included, once in a 
while, in the public print. 


WE WANT - 


— AY ‘ 


Mr. Jeffers also said: “Public 
transportation facilities cannot carry 
more than a fraction of our workers 
nor more than a fraction of our 
goods.” It’s all very true and very 
important, but there are hundreds 
of miles of waste riding on rubber 
to every foot mile on reclaimed 
rubber. 


All we ask is a sense of propor- 
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the “T-ade 


tion and to date Mr. Jeffers has 
been very cooperative. Perhaps it 
is largely due to his very practical 
background, for a railroad man 
knows the need for foot rubber as 
a safety measure as well as a repel- 
lent of wet and weather and war. 





ANYway. IT'S GOOD To KNOW THAT OUR 
enue ne were 
M— - 








The Boor anp SHoE RecorDER 
in two editorials has hammered the 
nail home and we have had token 
of the timeliness of the editorials 
“SHARE AND SHARE ALIKE” 
and “A CLAIM FOR RECLAIM.” 
In fact, the brief submitted by the 
rubber and shoe group regarding 
reclaimed rubber soles and heels 
had the editorials attached thereto. 

The thanks of little children and 
men and women who work can 
therefore go forward to the rubber 
administrators in Washington who, 
by their consideration have made 
possible an increase of the shoe 
quota of reclaim. It may not be 
enough to satisfy the wants of ac- 
tive Americans, but it’s a step in 
the right direction and a bit more 
than what was first authorized. 


CARL BURGSTAHLER, president 
of F. E. Foster & Company, Chicago, 
Ill., says: 

“Due to the fear complex I en- 
countered in several groups during 
our National Shoe Fair, I give voice 
to the following sincere expression: 

“During the last few months some 
in our industry expressed grave 
fears for the future of our industry 
—an industry as old as history it- 
self. Just what we fear is somewhat 
vague and nothing concrete. Gov- 
ernment restriction and regulations 
seem to have given rise to this fear 
—thousands of us forced to close 
our doors, so they say, due to lack 
of merchandise, material, labor, or 
one thing or another. 








“Hitler and his Jap pals want us 
to be scared, bewildered and de- 
spairing. They want us to grumble 
and snivel about the sacrifices we 
must make. 

“*4RE WE MICE OR MEN,” 
NO! NO! We are American men 
and women. The faith of our fathers 
ventured from their foothold col- 














onies into a vast wilderness to create 
a Nation. The faith of our fathers 
transformed an unknown continent 
into a land so great in abundance 
and so great in heart that the world 
never dreamed its like before. 

“Shall we be the ones to crumple 
up in the hours of sacrifice and 
danger? Quoting from our own 
Chicago Daily News, ‘Let us all 
walk in the faith of our fathers and 
obey the high command of our own 
clean, proud souls and walk with 
dignity—and no complaint whatever 
hardships may come. With dignity 
—and no faltering of faith.’ 

“We shall meet the many prob- 
lems we have and will have in our 
industry, with true American faith. 

“We will so conduct our business 
to carry on the faith of our fathers, 
no matter what may come. We are 
a United Industry in a United 
Nation, no Hitler, Hirohito or Mus- 
solini can scare us. We are Amer- 
icans, and as Americans, in the 
faith of our fathers, carry on to a 
victorious conclusion.” 


7 ” * 








IRVING E. GROSSMANN, sales 
manager for I. Miller & Sons, Inc., 
Long Island City, N. Y., gave a 
salute to his organization—so that 
a group of 160 merchants might feel 
the close family spirit of that insti- 
tution, as follows: 

“On this occasion, we must also 
recognize those who have batted out 
the home runs when the balls were 
pitched to them. Only on rare oc- 
casions did they foul-out . . . always 
to come right back with a double or 
triple. I refer to our shoemakers— 
the greatest organization of its kind 
m the world. Hats off to them— 
and to our sales ambassadors, your 
best friend and your representative 
—a fine bunch of underpaid, happy, 
healthy-looking, terrible gin-rummy 
playing men but the greatest travel- 
ing executives in the industry. I 
thank them, as their superior officer, 
for backing me up and helping me 
look better than I really am—and 





THE HIGHER, THE LOWER 








—Two Scotchmen went into a hotel 
in Dublin, Ireland, and inquired 
the cost of a night's lodging. 

—"Rooms on the first floor," replied 
the clerk, "are two guineas; on 
the second floor one guinea; the 
third floor ten shillings; and five 
shillings for the top floor." 

—The two Scots withdrew for a con- 
ference. When they returned, the 
clerk asked: "Well, gentlemen, 
shall we book rooms for you?" 

—"Na, na, Mister," replied the 
older Scot. "Ye've a fine hotel 
here, but it's nae near high 
eneuch." 

—The only moral | can draw from 
this story is that the higher the 
ceiling, the lower the price. 

—And that's not quite in accord 
with OPA rulings. 


President 








family. We have given to each 
other our knowledge. Our doors are 
open. Our thoughts and ideas are 
spread throughout our family. Our 
backstops are capable—some better 
than their tops. You are protected 
with such an organization. IF 
UNCLE SAM LETS US MAKE 
SHOES — WE'LL BE THERE 
PITCHING THEM TO YOU.” 


7 7 7 


“SLASH retail expenses; cut out 
the frills”’—says Leon Henderson of 
OPA, authorizing retailers to cur- 
tail services without reducing ceil- 
ing prices. A recommendation of 
OPA would be that department 
stores, specialty shops and others 
cat deliveries to a maximum of 
three a week and explore the pos- 
sibilities of pooled delivery services. 
Emphasis also will be placed upon 
persuading customers to carry home 
as many of their purchases as pos- 
sible. 

The building of elaborate or spe- 
cial displays, it was noted in con- 
nection with the joint OPA-Com- 








our executive factory organization 
. . . tireless workers, always ready 
to help the cause and to create good 
service. 

“To be associated with such an 
organization is both a privilege and 
a great opportunity; and I am 
proud to state that very soon I will 
have spent 25 years of my business 
life with this institution and gang. 
So I will, also, soon celebrate an era 
of importance—feeling not as an 
employee or a seller but as a son 
and brother; an associate to you 
and one of the gang to my fellow 
workers. 

“As time goes on, our roster of 
men in service will grow—it is now 
154. Any one of us, even we older 
guys, may get the urge to do more 
than talk about it. Regardless, this 
fine organization will continue to 
be the great I. Miller, the leader, 
the maker of the hest—the beauti- 


ful shoe—because we have built a 








merce Department announcement, 
requires the time and skill of spe- 
cial workers. For elaborate special 
style shows simplified events would 
be substituted. 

Leon Henderson said: “This 
office now is taking definite steps 
to assist the retail trade through a 
Retailers’ Economy for Victory 
Plan. This program worked out 
with a group of representative re- 
tailers and tested in the field, has 
two main purposes: First, to help 
retailers free manpower for essen- 
tial war production and conserve 
rubber and other war necessities. 
Second, to assist retailers in main- 
taining stable business operations in 
the face of growing shortages of 
goods and other wartime factors. 

“The frills and special customer 
services must go. We are working 
under price ceilings which must not 
be pierced if we are to avoid dis- 
astrous inflation.” 
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THE New England Shoe and 
Leather Association, in analyzing 
shoe production, says: 

“Shoe production during Septem- 
ber totaled 36,905,826 pairs, the 
U. S. Bureau of the Census reports, 
representing a decrease of 5 per 
cent from August, 1942, when ac- 
cording to revised figures 38,796,- 
053 pairs were produced, and a de- 
crease of almost 7 million pairs, or 
16 per cent from September, 1941. 
Total Government shoe production 
during September amounted to 3,- 
283,221 pairs—a gain of 148 per 
cent over the corresponding month 
a year ago, and the total civilian 
shoe output of 33,622,601 pairs was 
21 per cent lower in this period. 

“Total production during the first 
nine months of this year, January to 
September, amounted to 368,334,- 
159 pairs. As compared with the 
corresponding period a year ago, 
production this year was less by 11 
million pairs, or 2.9 per cent. Total 
civilian shoe output of 338,835,028 
pairs was actually 8 per cent lower 
during this period, however, because 
of the gain of 171 per cent on Gov- 
ernment shoe production, which 
totaled 29,499,131 pairs.” 

. . * 


WHEN the A.E.F. landed in Algiers, 
the powerful foot work of American 
soldiers was put to the test. Robert 
P. Patterson, Under Secretary of 
War, said: 

“Every man set ashore carried 
three pairs of shoes. To maintain 
troops in their operations in North- 
ern African warfare necessitates 
17 new pairs of shoes each month 


for every hundred soldiers.” 
* * * 


DAVID GINSBURG, General Coun- 
sel, Office of Price Administration, 
says: 

“A lot of luxury gadgets and 
non-essential nonsense will have 
been squeezed out of our system of 
distribution, and we may decide 
that some part of this was excess 
baggage which we'll be better off 
without. A great deal of it will 
come back—that goes without say- 
ing. The American people want 
luxury gadgets and it wants a cer- 
tain amount of non-essential non- 
sense, and it will get them when it 
can. But it seems likely that there 
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will be a shift in the center of grav- 
ity of the market—that incomes 
over $4,000 will be doing less of 
the spending and incomes under 
$4,000 will be doing more. Com- 
peting for the massed dollars in the 
moderate-income scales will be 
many new products, using new ma- 
terials which the war has brought 
into unprecedented quantity pro- 
duction — aluminum, magnesium, 





plastics. My hope is that common 
sense models and streamlined, low- 
cost distribution may serve to bring 
these products within reach of the 
moderate-income groups. 

“Further than that, I am hoping 
that when we come out of the war 
we may have learned something 
about the difference between essen- 
tials and non-essentials, not merely 
in consumable products and in 
ways of marketing them, but in the 


way to live.” 
* * o 


F. M. HASLAM, British representa- 
tive of Elizabeth Arden, returned to 
America and said that a famous eye 
specialist there had many patients 
who were suffering from inflam- 
matory eye trouble. They reported 





that they had been using an eye 
black (mascara) bought in shops, 
without a name on it. Analytical 
investigation showed that the so- 
called eye black was only shoe 
polish. 


IF a jeweler can say it, so can you. 
KAY of Nashville, right across the 
top of the page in the Nashville 
Tennessean, says: 

“Kay says about buying anything 
... IF YOU DON’T NEED IT— 
DON’T BUY IT! PUT YOUR 
MONEY IN WAR BONDS. The 
one and only job for all of us in 
America is putting our every effort 
into winning this war! In order to 
secure our freedom we must put at 
least 10 per cent of our earnings 
into war bonds. Don’t buy ANY- 
THING unless you or your family 
need it . . . tanks, guns, ships, sup- 
plies—these are the important 
things to buy!” 

The same idea—for shoes—would 
indicate your “purposeful part in 
the War” for he who “fits shoes 


also serves.” 
* * * 


PHILIP H. COOMBS, OPA exec- 
utive, speaking before shoe men at 
Chicago, quoted a quatrain from 
the Philadelphia Guardsman, as ap- 
plicable to the merchant’s greatest 
need today: 


“The Lord gave us two ends to use, 

One to think with, one to sit with. 

The war depends on which we choose; 
- Heads we win, tails we lose.” 





"Ed's taking no chances on exceeding the new $25,000 income limit!" 


* Washmeton Newsreel * 


TO have a clear picture of what’s happening in Wash- 
ington and to visualize possible future developments 
likely to affect’ business in general and the shoe busi- 
ness in particular, it’s a good idea, not only to follow 
the news reports, but to check them against the sayings 
and doings of the people who are in a position to im 
fluence government policies. 

True, you can’t always take what these people say or 
write, at full face value. Sometimes they issue state- 
ments in the nature of trial balloons, to test out the 
reaction of the public. Even the First Lady has been 
suspected of saying things to find out what kind of an 
echo would come back. Sometimes official personalities 
change their minds or have their minds changed for 
them when they come into collision with other personal- 
ities holding different ideas. You have to allow for such 
possibilities. But when you learn to evaluate for what 
it’s worth a thing like the Harry Hopkins article in the 
December American Magazine, it helps to provide a 
background that is quite useful in the interpretation of 


subsequent happenings. 
om - * 

THAT Hopkins article may have been a trial balloon, 
or it may have been written to help stiffen public morale, 
as part of the “get tough” program we’ve heard so much 
about. In any case the Administration would probably 
give a good deal to recall it right now, if that were 
possible. Its effect on the business mind has been rather 
disturbing, from a purely Administration standpoint. 
Up to now, business men have accepted the things they 
were asked to do without much question, as part of the 
war effort. But there are signs that they are beginning 
to question whether some of the things that have been 
done or proposed are really necessary, or whether there’s 
some social, political or Administration objective in the 
background. That’s BAD, in one way. It tends to breed 
disunity and it doesn’t help the war effort. It encour- 
ages a suspicious, questioning attitude, even toward mea- 
sures that may be desirable and necessary. But there 
are numerous straws which seem to indicate that this 
questioning attitude is going to be more in evidence from 
now on. And to the extent that it serves as a check on 
the tendency of bureaucratic government to resort to 
extreme measures that are not necessary, but which in- 
volve loss and hardship to business, it may prove GOOD 


and wholesome. 
* * * 


IT’S going to be especially important from now on to 
keep watch of what comes out of the office of the Direc- 
tor of Economic Stabilization, Former Supreme Court 
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Justice James F. Byrnes. Partly because of the impact a 
man of his ability and personality is sure to have when 
projected into the war picture and partly because of 
the extent of the power and authority Congress has 
placed in his hands. They call him the “Deputy Presi- 
dent” and he is really the Commander-in-Chief on the 
economic front. He is a man of marked ability and 
already is making his influence felt. It took a man of 
determination to issue a directive, as Byrnes did, de- 
manding a vigorous program of simplification and 
standardization of production, distribution and mer- 
chandise. And it is the fact that the power and force 
of the Director of Economic stabilization is back of this 
standardization idea that makes it so serious. 
* . * 

|:T’S a little early to say what may come of the standard- 
ization program so far as shoes are concerned. Prob- 
ably it depends in no small measure on the shoe men 
and the public. If buying continues at the pace of the 
recent past and if production tends to exceed the limits 
of what is possible for the civilian population, taking 
into account the needs of the armed forces and our in- 
creasing commitments and responsibilties abroad, either 
rationing or some form of standardization may be re- 
garded as highly probable. It is evident that men like 
Director Byrnes, Harry Hopkins and Leon Henderson 
are trying to prepare the public mind—and the business 
mind—for such possibilities. 


* * 
SPEAKING before the New England War Conference 
and Boston Advertising Club, last Thursday, Mr. Hen- 
derson predicted that increased simplification and 
standardization of goods will go hand in hand with 
price and rationing controls in 1943. 


“There are three basic reasons for standardizing and simpli- 
fying,” ‘he said. “First, these techniques allow our civilian 
population to get the absolute maximum amount out of a 
limited and allocated supply of materials and labor. Second, 
they reduce actual costs, and third, they aid in the determina- 
tion, simplification and enforcement of wartime price and 
rationing controls. 

“Since our interest in OPA lies in maintaining our civilian 
living in order to get maximum war production we believe we 
should be getting the most out of the limited supplies available 
to use. Since we are striving to hold down the cost of living 
we are interested in holding down costs of production as well, 
for increased costs exert pressures on our price structure. 
Since we are charged with administering price control and 
making it an effective wartime program we are interested in 
any device which aids in the determination, simplification and 
enforcement of price ceilings. 

“We already have victory or utility models—bicycles, for 
example. But don’t be fooled by that illustration. All victory 
models are not confined to the durable goods field alone. You 

[TURN TO PAGE 30, PLEASE] 
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CALIFORNIA COBBLER 


Constance Drago, 23, will help keep America walking 
for the duration. Miss Drege was a messenger for 
her father's shoe repoir shop chain in New York City 


at the age of seven and knows the business of moking, 


selling shoes She is shown here at 


employer, John Sciaqua, 
to the armed forces 


repairing and 
work with her 
Callf., who lost his male help 


Inglewood, 





















WHO’S GOING TO SELL °EM? 


How to meet the manpower shortage—that’s a question one reported difficulty in keeping office help; one re- 
uppermost in the minds of retailers these war days, and _ ported difficulty in obtaining extra part-time help. 

one which needs careful thought in the answering. Just But New York is far from typical. Here are other 
how extensive is this manpower shortage; how much examples. In the department store group, a large Buf- 
has it already affected shoe stores; to what extent have falo store which formerly employed 70 per cent women | 
these shoe retailers been forced to draw on other sources __in its shoe department now has a woman sales force of | 
of labor; how successful have they been—all of these 90 per cent. Another large Buffalo department store | 
are parts of the vita: manpower question which must be reported constant change of personnel with attendant 





considered carefully. difficulties. The problem was solved in one of their 
First—how extensive is the manpower shortage? The shoe departments by replacing two men with a man and 
answer depends on where you are. In New York City, a woman... both over 60. A third Buffalo store was 


for instance, it exists hardly at all, so far as shoe sales having little difficulty with sales help. Some girls with 
help in many of the stores is concerned. Reason—most good previous shoe experience had been hired. The 
of the salesmen in the shoe departments and shoe stores _ great need in this store was for supervisors in each shoe 
are out of the draft age or married with families. Out department and for stock boys. 

of twelve department stores surveyed in New York City, Another Buffalo store had solved the problem by 
only two (one in Brooklyn and one on Fifth Avenue) _ relieving the sales clerks of all jobs except the actual 
reported any sizable loss in men to the armed forces or fitting. Three girls located behind desks at one end of 
to war jobs. Out of eight shoe stores visited, none re- the department attended to the details of making out 
ported loss of salesmen; two reported losing stockboys; sales slips and wrapping packages. All complaints went 
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With Shoe Stores Losing Trained Salesmen to the Armed Services, 


on the One Hand and to War Industries, Offering Higher Pay 
inducements, on the Other, How Can Merchants Provide Com- 
petent Fitting Service for Their Customers during the War Emer- 
gency? This Article Presents the Results of a Survey by Mem- 


bers of BOOT AND SHOE RECORDER 


Staff and Tells How 


Retailers and Department Managers Have Solved the Problem. 


to them also. The result was greater efficiency and 
speed all around. On Thursdays and Saturdays . . . the 
two busiest days . . . a woman with former shoe experi- 
ence came in as an extra. In Buffalo, with its large and 
numerous war plants, stores face unusually serious prob- 
lems. Store wages cannot compete with the pay offered 
by the factories. 

In two other large defense centers, Chicago and De- 
troit, the reports varied from store to store. Stores with 
older men and married men had not yet begun really to 
feel the pinch. Where the men were leaving for the 
services or for war plants, some of these stores were 
fortunate in getting experienced women. In Chicago 
one large department store reported little trouble as 
vet. The men who had left had gone to the services, not 
to war plants. To fill their places girls had been taken 
from the slipper department. 

Two large shoe stores in Chicago reported that they 
The head of one of these 
stores, however, was training girls against the day when 
they would be needed. Although he had not lost any 
men, business had increased at such a rate that it 
A large 
Detroit department store is being forced to put in in- 


were managing very well. 


amounted to working with six fewer men. 


experienced women because no other help is available. 
In some other Detroit stores, more fortunate in their 
personnel, comparatively few men had left for service 
or war work. 


THREE Connecticut defense centers were surveyed— 
Hartford, New Haven and Bridgeport. Three depart- 
ment stores in Hartford reported difficulty in keeping 
the sales ranks filled. Three department stores in New 
Haven reported the same situation. One in Bridgeport 
was faced with a problem; another was not. Turning 
to shoe stores, two in Hartford reported no difficulty, 
since their sales forces were composed of older men and 
some women. Two others reported much difficulty, one 
having lost ten men. One store in New Haven was 
faced with something of a problem, but it was not yet 
serious. 

That there is a definite sales help problem in cities 
across the country is very evident. There is no doubt 
that this problem will become more and more serious. 
Some equitable solution will have to be found. Mer- 
chants are meeting it in various ways. ‘ 

The obvious solution, as you will have noted in re- 
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ports from these six or seven key cities, is to hire more 
women. The problem of training this new help remains. 
Training should be thorough and intensive and should 
be supervised from start to finish by someone who 
understands feet and shoes thoroughly. Besides a knowl- 
edge of his subject, he should be a good teacher and 
should have time to answer questions. Fitting . . . the 
right kind of fitting . . . cannot be learned out of a book 
in six easy lessons. It is a science and takes time and 
experience to learn as it should be learned. 


Or course, somte stores have hurdled the difficulty by 
hiring women who have had previous experience. These 
women, many of them married and retired to private 
life, are glad to return to the fitting stool. Some of them 
are working part time; some full time. They are prov- 
ing to be worth their weight in gold. 

Among the stores which are having to train new help, 
various expedients are being tried. Some stores train 
their bag and hosiery girls by placing their counters 
where they can listen to shoe transactions, ask questions 
and help out in the shoe department at rush hours. “The 
only difficulty with hiring women,” said one shoe man, 
“is that we can’t get them. Those who are capable and 
willing to work want steady jobs, and we need them for 
extra help, to work on Saturdays and during sales. 
We've had a terrible time trying to fill in our extra 
help.” Evidently women just don’t want part time work 
in shoe stores. 

High school and college students have been used suc- 
cessfully as part time workers in shoe stores and shoe 
departments. One retailer in New Haven uses Yale 
students for this purpose. Another store in this city 
has found high school students entirely satisfactory for 
this type of work; the salary plus commission offered 
serve as an inducement to these young men and women. 

High school and college students, however, and wo- 
men who have never sold shoes before require careful 
training before they can be permitted to fit and sell 
footwear. The boards of education in some cities have 
already instituted training courses for the purpose of 
building up an adequate, well equipped sales force. 
Rochester, N. Y., is one. Schools in St. Paul, Minn., 
Seattle, Wash., and the San Francisco, (Cal.) Junior 
College are also working on programs of this sort. The 
courses give a thorough grounding in foot needs and 
fitting shoes, thereby making available to the store a 
reserve of sales help. [TURN TO PAGE 32, PLEASE] 





17 


ate 


Walking shoes to wear in town was the theme of the Altman window shown above. The simple background shows the shoes 
off to advantage, and the correlated accessories lend a touch of color and interest. 


SHOE WINDOWS SHOULD 
TEACH A LESSON 


THIS season, as never before, the shoe retailer has a 
difficult task before him. He must soft-pedal promo- 
tion in most of its forms, and concentrate his energies 
on presenting his merchandise to his customers in a 
manner which will accomplish the purpose outlined by 
government agencies—that of discouraging unnecessary 
buying of critical merchandise by the public. 

In window displays this lesson can be put across most 
effectively. This is a time when shoe merchants should 
put on display shoes with a purpose, and a time when 
they should present them in that light. We're leavinz 
behind us the philosophy of “sell them, all they'll take.” 
and we’re moving rapidly into the era of “sell them 
only what they need.” Impulse buying is out—or should 
be out—for the duration. Therefore it is exceedingly 
important for the retailer to gear his displays to the 
temper of the times, to present functional shoes in a 
functional manner, to lay stress on need rather than 
want in the merchandise he presents to the public. 


Walking types were again the feature of an original, win- 

dow, by J. & J. Slater, New York, stressing the balance 

theme. The amusing figure on the bicycle, suspended by 
wires from the ceiling, attracts immediate attention. 
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Window Displays Afford Excellent Opportunity for Putting 
Over the "Buy Only What You Need" Theme Requested by Gov- 


ernment War Agencies. 


Here's How Some Stores Are Doing 


It; Here's How You Can Do It to the Satisfaction of the Gov- 
ernment, as Well as the Better Service of Your Customers. 


This is not as difficult as it sounds. Simplification is 
the mood of the day, and simplified styles demand sim- 
plified presentation. Plain shoes, stripped of all un- 
necessary ornamentation, look ridiculous in a gaudy, 
extravagant setting. Put them in a setting as simple as 
the shoes themselves, point them up as shoes which are 
necessary for the active feet of today, sell their quality, 
their durability, their workmanship, and the everlasting 
satisfaction to be found in shoes that really fit—and 
you'll build a ton of good will for your store. 

One Fifth Avenue store recently had a window of 
men’s shoes with the legend, “Good feet deserve them; 


bad feet need them,” and showed simple, well-made - 


shoes in an easily constructed rustic setting with only a 
wooden fence and Autumn foliage for decoration. The 
women’s shoe window of this store used the same back- 
ground and stressed the foot health qualities of the 
shoes—“Better than any beauty treatment.” Comfort- 
able walking types were shown. 

[TURN TO PAGE 38, PLEASE | 





Above—Saks 34th Street, New York, used a bank of five 

windows to show 123 pairs of shoes, stressing completeness of 

selection. The curtain arrangement facilitates easy dimout at 

Below—W alking shoes in crocodile in a colorful win- 
dow by Bonwit Teller, New York. 


night. 
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New Unlined 


Spectator 


FASHION 


with Simulated Tip and 
Foxing. Strictly Law-Abid- 
ing. Very Fasbion-Right. 


LOOK FOR MORE FABRIC SHOES 


Irs logical that manufacturers should use fabrics more 
than ever this Spring of 1943. Now, while calfskin is 
still available, merchants are ordering all the calfskin 
shoes they can get. All leathers—kidskin, patent leather 
and suedes—will be very much desired for Spring, but 
watch fabrics for future developments. In Spring lines 
plenty of gabardine shoes have already been shown. 
Most often they are lightened with embroidered eyelets. 
Faille appears often; too. It is combined with patent 
leather as in past seasons. It looks new used with black 
calf or kidskin. But newest of all—and only the whisper 
of a rumor as yet—are the satin shoes in dressed-up 
ties, as well as pumps. 


Here it is, the sailor tie that the 
Recorder has been talking about 
for nigh on to two years. Lack- 
ing rubber and buckles, manu- 
facturers lucky enough to have 
the patterns are using this one- 
eyelet tie to sweeten their lines 
and to supplement stepin, pump 
and sandal patterns in dressier 
types. It has the un-fussy but 
pretty look suited to the times. 
Made over a baby or any full, 
round last, it looks very new. 


You saw it in one or two high 
style lines last year . .. this new 
spectator pump. It was made of 
smooth calfskin with punched 
through perforations and stitch- 
ing to simulate tip and foxing. 
It looked very smooth, very 
smart and very tailored. It felt 
very soft, very light, very cool. 
For Spring 1943 you will see 
more of these shoes. They look 
new and right, especially with 
an extension sole. 


HIGH OR LOW—EITHER WILL GO 


VERY high—really low—these are the popular heel 
heights in style shoes today. 15/8 is no longer con- 
sidered a “low” heel. 13/8 and under are today’s “low” 
heels. 21/8 and up are high heels. Middle of the road 
eights just don’t have much style appeal. 


NO LACK OF COLOR IN HANDBAGS 


THERE is no limitation of colors for handbags. Plenty 
of colors are available. You can sell bright color hand- 
bags with a free conscience. Uncle Sam approves. And 
your customers will approve, too. One spot of color can 
lift a whole costume. 


Coming into Its Own at 
Last—the Sailor Tie. A 
Pretty, Practical Wartime 
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Forward looking manufacturers 
are grading up their casual 
shoes. Now that M-217 has 
taken away all bright colors, 
manufacturers of this type are 
faced with a new situation. 
When a woman could buy 
bright colors she didn’t look for 
such good materials or fine 
shoemaking in her casual shoes. 
Now, she is demanding both. If 
she can’t have Ight-hearted gai- 
ety in these shoes, she wants 
a serious shoe with quality. 


NEW WAYS TO USE LEATHERS 
SOMETHING new is being done with leathers. Per- 


haps you've noticed it. So-called dressy patent leather 
is being used in casual shoes. So-called tailored calf- 
skin is being made-into very dressy shoes. 


ACCENT ON SOFT SOLE SLIPPERS 


HAVE you noticed the growing popularity of soft sole 
slippers? It’s a logical result of M-217 which exempts 
padded sole house slippers from the color restrictions 
on fabrics for shoes. 


Highlights in Current Shoe Ads 
WE'VE been browsing through shoe ads from repre- 


sentative cities across the country and we have been 
struck by the way stores are accenting two themes. Mate- 
tials and workmanship is one. Low heels and walking 
types is the other. Price has nothing to do with this 
point of view. From $2.45 up, materials are promoted 
and discussed. The same is true of the walkability of 
the shoe. 

Just glance at a few exampies. From Hahn in Wash- 
ington come these two ads: “Selby Stormy Leather Calf- 
skins . . . these supple, sturdy leathers really protect you 
against the elements. . . .” “Florsheim Reptilia . . 
Genuine Alligator, Genuine Brazilian Snake, Genuine 
Calcutta Lizard. . . . They’re made to go farther in more 
ways than one . . . because they combine endurance 
with their silky-softness....” At Julius Garfinckel in 
Washington, Delman “Presents Black and Shiny Calf- 
skins.” And Rich’s in the same city features a “Slim suit 
stepin . . . all in one color! As smart for Spring as to- 
day . . . with calfskin contrast on elasticized gabardine.” 
Blum of Philadelphia promotes “Calf on suede flats.” 
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Better Leather, Finer Shoe- 

making, Are Slated for the 

New Dark Casual Shoes 
Now in the Making. 


And a very popular price store refers to “Calf ‘styles for 
the stars’.” 

Mexican Alligator, “Chosen by Saks for its hardness 
. .. good looks . . . and wear.” is a current November 


ad from Saks Fifth Avenue of Beverly Hills. 
Walkability a Big Feature 


SHOES for walking, for long, strenuous days, are being 
stressed more than ever before. Low heels, flexible 
soles, correct support and sturdy, comfortable leathers 
are material for copy. Again from Hahn in Washington 
come a Selby and a Florsheim ad. “You need shoes 
that keep you going tirelessly through crowded days . . . 
the Selby built-in features help you to do all the extra 
walking these busy times require with minimum 
fatigue.” “These are the famous Florsheim Low Heels, 
so successful because they make short, easy work of 
today’s long walks . . . no wonder they’re “The Most 
Walked-About Shoes in America’.” From Rich’s in 
Atlanta we culled this phrase from a current ad, “made 
with a snug fit . . . a heel that’s meant for walking!” 
Miller in Los Angeles promots “Two ‘Stops’ for smart 
commuters. ‘Whistlestop’ and ‘Flagstop’ . . . I. Miller’s 
alert, young walkers that know how to speed you on 
your way in rainy or fair weather!” The White House 
in San Francisco heads an ad “Walk.” Then goes on to 
say, “Walk for victory. Walk for fitness. Walk for 
fun. The White House is ready with a whole wardrobe 
of ‘Hedge-Hoppers’ for you who are shifting shoes now, 
instead of shifting gears. Wonderful flexible shoes . 
unlined, and unequaled for comfort. Soft-toed shoes 
with barefoot-ease, yet all the support your busy feet 
need. Low heels that smile at miles. Staunch leathers 
that thrive on walking to market, meeting trains, taking 
each new all-out day in their stride.” 





GALS WILL BE GALS... 





EVERYONE knows what women workers are wearing 
in defense plants. But what are they wearing when they 
go to market? What footwear? What other apparel? 
From an observation post somewhere on the Pacific 
Coast, in front of a super-super market, these notes were 
made. Not all of the types were war workers. Some of 
them were housekeepers, grandmothers, elderly aunts, 
etc. But all of them were members of that great mass of 
patriots giving their all for salaries ranging from a 
few dollars to as high as $90 a week. 

First, the lady who is snappy in “kilts,” or the new 
12-inch skirt. She is the proud possessor of a pair of 
those rare silk stockings, and a pair of legs she is happy 
to display. Her footwear is, generally, step-in pumps 
with too-high heels. They give her a stiff-legged, buck- 
kneed, cowboy staggering walk, but she does not mind. 
In fact, she has a sort of a “What the hell” air as she 
parades before the delighted eyes of the rapidly dis- 
appearing male. But the elderly bucks sure are uplifted. 
She is nonchalant, it is true, but one has a notion that 
the new finery is a recent acquisition. 

Others of the kilt wearers are not so heavenly en- 
dowed with shapely legs. But they are just as proudly 
and generously displayed. For instance, the corn-fed 
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type holding up a torso of 175 to 275 pounds. Usually 
the shoes are more substantial sandals of all kinds, 
wedgies, or flat heel oxfords. High heels would be 
catastrophic to such weight. Besides that it would be the 
height of something or other to attach to those Chicker- 
ing, or grand piano legs, anything but substantial 
shoes in baby socks. 


THEN comes the lank, knobby-kneed, muscular type, 
trained down to bone and sinew from mountain climb- 
ing. They wear almost every kind of shoes from high- 
heel step-ins to flap heel, slide-along slippers or sandals. 

Next, the sharp-shinned, jay-bird-heel type, very 
fragile and brittle. Should one of these stub her toe, 
a double compound fracture would ensue. Her footwear 
may be of any kind but she favors sandals or slippers. 
One was observed wearing cowboy boots. This gave a 
sort of down spout in a rain barrel effect—quite unique. 
Her defiant air said plainly: “Them legs ain’t much but 
they is the best I got.” 

Now comes the “hame-legged,” or “ox bow” type, 
addicted to high heels that inevitably run over outwards 
and add to the curve line. The knees parted company 
in infancy and have never become reconciled. A sunrise 
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viewed through a pair of these is inspiring. “Merrilee 
we bowl along.” 

The exact opposite is the “knock-kneed” or interfer- 
ing type. Just what causes this phenomenon is unknown 
but it is thought some of it is due to maidenly reserve, 
or what once was known as modesty. “It ain’t castanets 
you hear.” She also, is given to high heels that har- 
moniously tilt inward. 

The “Clydesdale” or feather-legged type, is frequently 
seen. Haired like Tarzan and of all sizes and shapes— 
mostly adipose. Usually bare of leg, wearing baby 
socks, with footwear that amazes. From felt slippers 
to welder’s boots, she runs the gamut. No fear of goose 
pimples there. 


THE above favor nature hosiery but one sees here 
and there dime store near-silk. The footwear is of no 
particular style. They go in for individualism regard- 
less. They are getting the money and are getting rid of 
it with a happy carelessness and sang froid. They wear 
all sorts of wedgies and sandals. Many barefoot sandals 
are worn just to display fiery red toe nails, to say 
nothing of somewhat soiled feet. Hole-in-the-toe shoes 
of all kinds. Once a mark of poverty, now top drawer 
style; prime favorites despite the need of frequent 
pauses to pour out the accumulated sand and gravel. 
The flapheel, push along, drag-the-feet-sandals are hot 
stuff. High heels are worn tilted forward and back, side- 
ways, in and out, backsprung and underslung. 

Phyllis Bottomley should write the following, this 
writer has no gift for handling slacks. But this may be 
said and not disputed—men’s pants should be to man 
an exclusive possession. Woman’s anatomy was never 
meant for the forked garment or the narrow, scant seat 
of the male pants. We see, however, women who should 
patronize tailors, or tent and awning makers crowding 


their ends into men’s pants. At best, slacks made espe- . 


cially for women are very unpretty. One constantly 
fears a tearing, rending sound. Usually the footwear 
of this type is as eerie as the pants and their contents. 
They are tragically funny. 


THERE are those who appear in the market places in 
bedroom pajamas, none too clean, always rumpled, and 
giving off an air of “Just out of bed in a hell of a hurry 
and off to the store.” They squeeze bare feet into the 
first pair of shoes handy and shove right off. 

The bare back, bare midriff babies, with mere halters, 
or bandannas, extremely short shorts, barefoot sandals, 
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Being a Treatise on What the Well-Dressed Woman Wears to 
Market as Seen by a Confirmed West Coast Bachelor from His 


Vantage Point (We Suspect) in a Tavern Window 








by YOUR UNCLE DUDLEY 


and no socks, show up in increasing numbers. So offen- 
sive has this practice become that some of the stores have 
tried to discourage it. In fact, entrance to a big depart- 
ment store was denied to a pair of especially nude 
women recently. 

Once in awhile the observer beholds coveralls that 
conceal a multitude of sins of omission and commission. 
Here and there, slacks, the seats of which would hold a 
bushel of apples in addition to the wearer. Or a pair of 
Levi overalls that must have been put on with a shoe 
horn. 

But, there is “balm in Gilead.” When one sees a pair 
of those trim little aircraft workers tripping along in 
their tailored blue uniforms, slacks and jackets, there is 
surcease of sorrow. Their shoes denote taste and vostli- 
ness. They are just right. 


An outstanding specimen of market shopper, and 
happily the only one noted, must not be omitted. She 
was tall, angular, rather fierce in demeanor. She wore a, 
pancake hat over one eye. It was a sort of cerise color. 
Her hair was tomato red except at the roots where it 
was brindle gray. Her cheeks were made up with 
“punkin yaller” and her lips were of a color unknown to 
earth or heaven. Her slacks were deep green under- 
neath a polo coat that had once been white, or pale 
fawn. Her shoes were hidden by her voluminous 
slacks that fell in wrinkled folds over her toes and 
dragged her tracks out behind. Pitying angels looked 
other way. The poor woman was color blind—or 
somethin’. 

One must not fail to mention the coming demand 
for juvenile footwear. There are literally thousands of 
children here, and on the way here. Babies by millions 
all over the land. There is one in a baby cart and its 
little sister tagging onto its mother’s short skirt. And 
every sign and portent of a new one in December. 
Little boys of every degree of hellification, all bare- 
footed. Small girls in pig tails and gingham aprons and 
giggles. Gangling girls of grammar school size. And 
throughout the picture, dogs of every breed of curdom 
and mongrelship. 

Shoemen prepare! These folk are spending, spend- 
ing as they never could spend before, the free-handed, 
generous, wasteful, profligate dears. 

Americans all! God bless them! 
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The Editor’s 


utlook 


THANK God for a sense of humor. We'll need it now 
because there are a lot of men in Washington, from 
Hopkins to Henderson, who will growl like wolves out- 
side the door of industry. We would almost say: “Let 
them howl” because the door that shields the shoe trade 
from its destroyers is strong. But we are not so sure 
that there isn’t a sense of weakness within the House of 
Industry itself—particularly among those men who are 
walking on tiptoe because of their own fears and er- 
rors. The hot breath of the wolf is on them because 
they are not sound and sure of the type of service they 
render as being absolutely essential, if worse comes to 
worst. 


It was May Irw‘n who said: “An onion can 
make you cry but there never was a vegetable that 
could make you laugh.” Here’s something to 
savor the stew. Someone in Washington has ven- 
tured a new idea for a rationing system as fol- 
lows: The customer to bring into the store a pair 
of old shoes before he or she can purchase a pair 
of new shoes. At first breath this was hailed with 
great glee as a solution to the problem of ration- 
ing—until someone said: “But the shoe that the 
customer brings into the store would have to be 
more than just an old shoe; even more than a 
worn shoe; it would have to be a worn out shoe.” 
That puts another rate on rationing. It might, 
peradventure, cause a lot of stores to almost cease 
their function of retailing until customers could 
scurry around and find shoes that were worn 
through and through, to comply with the pro- 
posed rationing rule. 


The first flash of this idea for rationing was ac- 
ceptable to those shoemen who had not stepped their 
thinking down the path a little further than the end of 
their nose. It was thinking that said: “There are a lot 
of shoes in wardrobes and the customer will bring in a 
pair and get a new pair; perhaps the old pair will be 
usable somewhere.” When a good, strong thinker like 
Al J. Spring of WPB puts his thinking cap on, it is 
obvious to see that the scheme of rationing by replace- 
ment is a pretty dangerous experiment though it may, 
for that matter, capture the imagination of the social 
theorists as being a sharp deterrent to shoe selling and 
a sure constrictor of sales at retail. 
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Keep Your Chin Up 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Rationing by replacement seems to have worked out all 
right on shaving and dentifrice tubes, but a system of 
rationing by replacement, that brings in an item as 
large as a pair of shoes, carries with it a lot of problems. 
For example—what’s to be done with the shoes that 
are brought in to replace the shoes that go out? Are 
they to be collected and shipped somewhere for relief? 
Certainly they have no relief value in North Africa— 
which is about the only spot where we are using civilian 
welfare as a tool of warfare. It wouldn’t be worthwhile 
to ship them out—so then comes the problem of storing 
them within. Of course, we could use the Grand 
Canyon as a dumping spot for all these worn shoes, but 
the problem is how to get them there and who is going 
to pay for moving them, etc. 

The mind goes absolutely dizzy when it comes to 
checking up the ratio of worn shoes brought in by the 
customers as against shoes sold off the shelf and credits 
given for new shoes to come in to the store. Our mind 
is totally blurred when it comes to contemplating the 
necessary bookkeeping, checking, policing and detailing 
needed for such a rationing system. 

Now that we have everything terribly involved, we're 
going to leave the dizzy suggestion on the doorstep of 
the rationing board which, after its experience of hav- 
ing the American public register all tire numbers, 
might just as well carry the thing a bit further and have 
registration of the numbers within the shoes them- 
selves—to make it just a little more complicated. 

Don’t go down to Washington to gum up the 
works. Don’t talk too much. As it is, the social 
theorist who wants simplification and standardization 


*and other forms of restriction, finds himself full of 


words, far from factual. The shoe divisions in Wash- 
ington that now have authority to gather the facts statis- 
tically are always a check against the social reformers 
going too far down the path of theory. You see, we 
have real records today because we, know how much 
raw stock there is, where it goes and even its “end” use. 
We also know that American ingenuity has brought in 
many other supplies and substances to make possible 
forms of footgear, usable on the feet of American men, 
women and children. So far so good—for in spite of 
all the shortages there has been orderly order. What 
we don’t want now is DISORDER. 
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CHRISTMAS SHOPPING FEET 


CAPITALIZE ON THIS PEAK PERIOD OF FOOT SUFFERING 
WITH A STRONG DISPLAY OF 


D’ Scholls 


FOOT COMFORT* 


OH! MY 








It is a fact—one of the three biggest peak periods of the year in 
demand for Foot Remedies, is during the Christmas shopping 
rush. Millions are then subjecting their feet to excessive stress 
and strain from lorg hours of standing and walking. Feet cry 
out in pain and minds can think of only one thing—RELIEF! 





HAVE HAPPY XMAS SHOPPING FEET 
DB Scholls 
; 


_ 1) 


No person is more susceptible to the power of suggestion than 
the one who is in pain. That’s why a big display of Dr. Scholl's 
Foot Comfort Remedies during this period of “CHRISTMAS 
SHOPPING FEET” brings such a rush of demand. Shrewd 
department store merchandisers throughout the country always 
capitalize on this by-product of holiday shopping with a spe- 
cial display of Dr. Scholl’s. Be as enterprising as they are—put 
up a strong display of Dr. Scholl’s NOW! 


* Trade Mark Reg. U. 8S. Pat. Off. 
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REMEDIES! 

















Suggestion: One of the most effective ways to merchandise 
Dr. Scholl’s Foot Comfort Remedies to sufferers from 
“CHRISTMAS SHOPPING FEET,” is to keep a display of 
these timely reliefs next to your cash register and spot them in 
your window. Following are some of the Dr. Scholl's Reliefs 
now in big demand: 


DR. SCHOLL’S ARCH SUPPORTS 

DR. SCHOLL’S ZINO-PADS FOR CORNS, 
CALLOUSES, BUNIONS, SOFT CORNS 
DR. SCHOLL'S FOOT BALM 
DR. SCHOLL'’S FOOT POWDER 

DR. SCHOLL’S KUROTEX AND MOLESKIN 

DR. SCHOLL'S BUNION REDUCER 

DR. SCHOLL'S LuPAD 
DR. SCHOLL’S FELT CORN AND BUNION PADS 


ADVERTISING—AND LOTS OF IT! 


Here is a reproduction of our full column 
ad on ““CHRISTMAS SHOPPING 
FEET,” appearing in the December issue 
of THE LADIES’ HOME JOURNAL. 
Ads on Dr. Scholl’s Aids for the Feet will 
also appear in many other leading maga- 
zines during November and De- 
cember. Cash in on this holiday 
demand with a prominent dis- 

play of Dr. Scholl’s! 


THE SCHOLL MFG. CO., Inc. 


213 W. Schiller St., Chicago 
62 W. 14th St., New York 
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The two ads at the right 
represent two ways of 
breaking the news to the 
customer. The ad on the 
left urges purchase of 
shoes to prepare for the 
future, though they may 
not be needed. The ad 
on the right urges pur- 
chase of War Bonds with 
the money which might 
otherwise have been spent 
ou impulse buying. It 
tends to restrain panic 
purchases. 


Preparing Customers 
Shoe Conservation 





















Boavit Teller 


~ Buy just one pair 


of shoes’— not a closetful! 
That's what the government 
wants you to do— 


that's what we want é c 





you to do— 
and put the rest into 


War Stamps and Bonds 


be Pream + Bectte Mar 
mem ome walking thee = 








RETAIL ADS SHOULD TELL THEM WHAT IT'S ALL 


ABOUT, WITHOUT RESORTING TO "SCARE COPY" 


THAT TENDS TO STIMULATE PANIC 


THEY’VE known for months that something was brew- 
ing, as that run on retail shoe stocks in recent weeks 
has indicated. But it is certain that your average cus- 
tomer is hazy about the restrictions on shoe styles, and 
your next immediate job is to place the facts before her, 
to prevent panic buying being extended further. 

Stories from Washington have not helped to clarify 
matters. In fact several rumors of possible shortages in 
shoes can be traced directly to specific news releases 
from government sources. So it is up to the shoe retailer 
to make a simple, clearly defined explanation of what 
Order M-217 means to store customers. 


You Won’t Find It Necessary to Break The News 


That has been done already by the gentlemen in Wash- 
ington. But you will have to tell your customers what 
the regulations mean in terms of buying shoes. Tell 
them that in straight-from-the-shoulder advertising par- 
lance. You know that M-217 has not subtracted all 
glamor from shoes, but customers are inclined to believe 
the opposite. 


There are two methods of presenting the facts of 
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BUYING. 


future life under M-217. 
posed to the purpose of the order. This is the type of 
presentation which was highly favored by top drawer 
advertising executives who planned the initial ads early 
this Fall for clothing made under L-85. By this method 
you play down the order. You tell your customers that 
styles are prettier, more exclusive, more alluring than 
before WPB. You avoid specific mention of any regu- 
lations or curtailments and try to make them feel that 
everything will be just as it was before. This method 
defeats the purpose of the order. 

Order L-85 governing women’s apparel was based on 
an effort to conserve critical materials only, not to cut 
down on sales. So there is some excuse for this type of 
advertising favored the country over this Fall, when 
L-85 regulations were still felt. But\there is no reason 
why shoe retailers should follow this example in 1943 
The intent of M-217, unlike L-85, is actually to cut 
down on purchases of shoes by the consumer. Adver- 
tising by shoe retailers should be planned now to imple- 
ment the aims of Order M-217 by doing everything pos- 
sible to curb scare buying. 

[TURN TO PAGE 39, PLEASE] 


One of these is directly op- 
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Gather your selling staff together. Tell them that 





in the line of duty they can serve and sell more 
stomers in less time with the new concentrated 
ine of JOHNSONIAN Shoes. Every last is a proven 
er — adaptable to more men’s feet because it 
s balanced in its construction by the right mate- 
ials properly assembled by a great organization 


- ; —_ 8538—Tan Side Seam Biu- 
at is interested only in the efficient “end-use on, Hee ee 


—, — Insole, Leather 
. eel, Anti Finish. 
of its product. .co0e¢2 


erFORMance VALUES SOMETHING HAS BEEN ADDED Sanitized FOR PROTECTION 


nas nests chert cen antes ON 
(wi sor rect resarees ot toin JOHNSONIAN DIVISI 


‘ ; ENDICOTT-JOHNSON + NEW YORK CITY e ENDICOTT, N. Y. © ST. LOUIS, MO. 
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OTHER PEOPLE’S 





Slippers for Christmas Gifts 


Ever since the War Department has 
indicated “the shoe box” as the ideal 
type of gift box parcel for servicemen, 
thoughts have been turned to “Con- 
tents” of shoe boxes for Christmas and 
especially to slippers for slippered 
ease and comfort so far as may be 
possible with “action front” on the 
far-flung fields of battle operation, as 
this particularly holiday season looms 
on the near horizon. 

Army officers indicated the shoe-box 
as being about right for length and 
height, as well as cubic contents, when 
advocating that no food be sent and 
no parcels larger than the convenient- 
size shoe boxes themselves. This has 
placed direct thought and attention 
on such boxes mailed out to distant 
hattlefronts, forts, camps, and _sta- 
tions where men are men and are 
holding our lines against great odds. 

Of course, all men are not on the 
battlefronts—only a small portion 
compared to the millions now in ser- 
vice—and these can be reached with 
slippered ease in their own time. There 
are innumerable hours when slippers 
come in handy for the men especially 
when they are located out of the main 
sphere of operation and contact with 
the enemy. Slippers, therefore, are 
among prime presents and preferred 
gifts for many on the lists of those 
having friends and relatives in the 
armed forces. 


Doubly hard it is to give Servicemen 
gifts inasmuch as there is so much 
that is regulation “uniform”—so much 
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that Uncle Sam provides generously 
for his nephews. But slippers come in 
mighty handy, when some time may 
be spent in the day room, for in- 
stance, recreation center, or during off 
hours, when it’s a treat for the feet of 
doughboys to get out of drill shoes, 
heavy footwear, or those “tough-to- 
take it” boots that have to be worn on 
various duties, if not the actual firing 
line. 

“For the U. S. Male,” as well as for 
the U. S. Mail to Servicemen, is the 
way the Kohls Shoe Co., Seattle, has 





SLIPPERS 1: wnet ne 
Wants and Needs for 
CHRISTMAS 
3 A 
“civies,” he likes COM 
FORT. 





Many 
$2.95, $3.00, $3.50 to $4.96 
He can have comfort and looks 
both in Koblis slippers. All styles 


Kohls Shoe Co. i 


For Better Shoes 











Slippers for soldier or civilian. 











stimulated thought and attention to the 
giving of slipper gifts to servicemen. 
* * — 

Gift Merchandise Displays 

Open “sample” displays with de- 
scriptive price tickets will speed up 
holiday selling of gift merchandise as 
much as 20 per cent. Furthermore, 
gift shoppers like to browse about— 
hurrying them, even by well-intended 
attention, before they have studied 
things out a bit, may drive them to 
some other place where they will be 
left undisturbed while making up 
their minds. For customer convenience 
you might even have duplicate dis- 
plays to prevent crowding. In several 
alert stores, slippers are regularly 
displayed in well-lighted shadow boxes 
about six or seven feet high with 
sloped shelves. Seasonal decorations 
keep them looking timely and inter 
esting. 

* * + 

Gimbel’s, New York, last year, used 
large December calendars in windows, 
and crossed off each day with red line 
as Christmas approaches, to emphasize 


fleeting time. 
“Se ue 


Inform Your Salespeople 


At the Fourth Complaint Clinic of 
the Research Bureau for Retail Train- 
ing, recently held in Pittsburgh, I. D. 
Wolf, vice-president of Kaufman’s. 
who worked with the WPB Wholesale 
and Retail Policy Committee, said, “It 
was never more important for the 
salesperson to have the right informa- 
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tion, both good and bad, about the 
merchandise she or he is selling.” 

Honest information regarding re- 
strictions and wartime limitations on 
styles and materials will save much 
selling time. The public (all of us, 
including you and me and your cus- 
tomers) is willing to accept every 
necessary sacrifice if we understand 
why and what it is all about. 

* * * 


Idea Exchange 


If you have a dollar and I have a 
dollar, and we swap, we each have a 
dollar. If you have an idea and | 
have an idea, and we swap, we both 
have two ideas. Oh, yes, the address 
is OPI, Boot anp SHoE REcoRDER, 
100 East 42nd Street, New York, and 
you can jot down your idea on any 
scrap of paper that’s handy when the 
idea strikes. 

* * * 

Burdine’s, Florida, finds it pays to 
let employees off for a few minutes in 
the afternoon for a cup of tea and 
relaxation—especially in busy seasons. 

* * * 
Trading Up Policy Wins 
Consumer Good Will 


The Freeman Shoe Store, 4 East 
Seventh St., St. Paul, Minn., feeling 
that endeavor put into the encourage- 
ment of the purchase of higher class 
merchandise will have far-reaching 
effect, not only for the duration of the 
war, but afterwards, has formulated a 
definite policy of educating its patrons 
to try better shoes. Already it is find- 
ing that many persons who have never 
known the comfort of a scientifically 
made shoe of fine leather can never 
again be content with another kind. 

It is not an uncommon experience 
at Freeman’s to have such a customer 
return after a short wearing of better- 
made shoes, to buy two or three more 
pairs of the same kind. 

So well has this promotion of fine 
merchandise worked out that the store 
has dropped its lower price line en- 
tirely, while still retaining its estab- 
lished customers. 

Freeman's carries its stock on open 
shelves, with fitting chairs arranged 
near, so that service may be prompt, 
eliminating the necessity of salesmen 
going to the stock room. The problem 
of getting efficient help in the sales 
department both in training and num- 
bers makes this arrangement of stock 
an advantage in taking care of cus- 
tomers. 

In further promotion Freeman’s ad- 
vertises widely. A recent striking ad- 
vertisement advertised its shoes “For 
Uncle Sam’s Distinguished Nephews.” 
Five popular styles of shoes were pic- 
tured with cuts of men wearing uni- 
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Credit Regulations 
and Fall Buying 


MANY of our customers have asked 
for a simple explanation of the Gov- 
ernmentConsumerCreditRegulations. 


In brief—the greater majority of our 
customers pay their bills in full when 
rendered. The regulation does not 
affect them in any way. 
Only those who allow any portion of « 
bill to remain unpaid more then 40 deys 
after rendition may not cherge until the 
delinquent balence is paid in full. 
We, of course, want our customers to 
use their accounts freely for fall re- 
quirements, and hope that any which 
may now be in default will be paid 
promptly. 
If full settlement of an account tem- 
porarily stopped is not possible now, 
convenient terms may be arranged 
with our Credit Department. 
STERN BROTHERS 





One of the clearest and simplest ex- 

planations we have seen of the gov- 

ernment's credit regulations is used 

by Stern Brothers, New York, who en- 

close it in envelopes with monthly 
statements. 


forms of various branches of the 
armed forces. A working man and 
a college student completed the 
group. 

Text read: “Barracks or business, 
camp or campus, ship or shop, jeep 
or jalopy. . . . You’re a one-man Vic- 
tory force. . . . Our assignment is to 
fit you out with the finest shoes that 
skill and will can produce. .. .” 


FREEMAN SHOES 


¢ « for Uncle Sam's 
distinguished Nephews 

















2 yous) 

av 

em 
. 

seavict “T*" ag a 


+e ee 





Well designed ad featuring service- 
men's shoes. 





The many styles carried were noted 
and attention called to the expert fit- 
ting given by the store. Prices were 
stated. Window display was tied-in 
with the advertisement. 

* . * 


Cherchez La Femme 


Good Housekeeping magazine says 
84 per cent of their readers buy shirts, 
socks and shorts for their menfolk. 
Retail Dry Goods Association esti- 
mates that women buy 85 per cent of 
men’s wear in department stores. And 
men’s wear buyers in department and 
haberdashery stores say women buy 
60.5 per cent of men’s shirts and 
pajamas normally, advancing to 79 
per cent at Christmas time and 
Father’s Day. Question is: Do you 
have displays of socks and slippers for 
men placed where women will see 
them each time they come into the 
store? It’s an Idea! 

= + * 


Fitting Stool Philosophy 


Out of his twenty years’ experience 
as a shoe salesman, Mack H. Le Shay 
offers a thought for every younger 
person at the fitting stool, “If a clerk 
has a real sales personality and will 
greet the customer in a friendly man- 
ner that gains her confidence, she will 
soon reveal a great deal about her 
shoe requirements—possibly have a 
better idea of what’s needed than the 
salesman—and thereby help him con- 
sumate a quicker sale.” 

* * + 


Dramatized Display Sells 
Safety Shoes 


When E. C. Abercrombie, operator 
of the Santa Fe Shoe Store, Denver, 
Colo., heard that the toes of several 
workmen in a huge munitions plant 
near the city had been damaged by 
falling steel beams, he set up a clever 
display which sold over 460 pairs of 
safety-toe steel-cap safety shoes in a 
single week. 

The first thing Mr. Abercrombie 
did was to have two enlargements 
of the news item reporting the ac- 
cident made and mounted on 
20x30-inch cardboard signs in each 
side of the window display. The 
back of the window was filled in 
with typical factory safety signs, 
such as appear on the walls of 
almost any manufacturing plant. In 
the center, Mr. Abercrombie arranged 
a semi-circle of safety shoes of. all 
types, and at the front, he placed two 
steel-cap pairs under the 550-pound 
anvil acquired for the purpose from a 
neighboring blacksmith shop. The 
anvil, resting squarely on the toes of 
the shoe which showed no “giving” 
at all, gave eloquent testimony as to 
their efficiency. 
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[CONTINUED FROM PAGE 14] 


can have them in women’s stockings—or in foods for that 
matter. ‘ 

“For that reason don’t be surprised to find an increasing 
amount of grade labeling during the months to come. Remem- 
ber this, a victory model is built to Government specifications. 
These specifications take into account the amount of material 
available; its essentiality and use and finally the problem of 
distribution. Victory models—be it a can of grapefruit or a 
pair of men’s work overalls—are tied to price. On the basis of 
what that model costs, the Government sets ceiling prices. We 
have set dollars and cents ceiling prices on victory model 
bicycles and for victory rubber heels. Those ceiling price: are 
determined on the basis of a fair return to the producer and 
they will continue to be set in that manner.” 


” * * 


THE War Department has announced development by 
the Quartermaster Corps of three new types of foot- 
gear. Two of them are worn over the service shoe while 
the third is a specially built type of “non-skid” low shoe. 

The “non-skid” number is known as a boatman’s 
shoe. It has a canvas top and rubber sole and looks like 
a tennis sneaker. The rubber sole has a tread similar 
to those on non-skid tires. When a soldier puts a slight 
pressure on the sole, the rubber spreads and provides a 
firm foothold. 

The boatman’s overshoe is a companion number. It 
slips over the boatman’s shoe or the regular service shoe. 

The third item is a new type of wader boot developed 
by the Quartermaster Corps and is worn over the ser- 
vice shoe. It has an extended top reaching up under the 
armpits with a bib extending to the neck. The wader is 
made from rubber and rubberized materials. It will be 
issued to engineers engaged in construction work in or 
near water. Troops on duty in cold climates or work- 
ing on beaches or unloading boats also will be issued 
the wader. 

. . + 
BUYERS of semi-tanned goat and sheepskins imported 
from India, Iran and Iraq have been advised by OPA 
that it has in preparaiton for early issuance a new price 
regulation which will establish dollars and cents maxi- 
mum prices at levels below the prevailing markets. 

These prices will be lower than the inflated high 
prices which prevailed during the November, 1941, 
base period used in the general leather schedule now 
covering the skins, OPA said, and in effect will be a 
“roll back” to levels slightly below the present markets. 
In announcing tentatively what the approximate ceiling 
prices will be in the forthcoming regulation, OPA ad- 
vised buyers to avoid making commitments at prices 
higher than those contemplated. 

Maximum prices for semi-tanned Iran and Iraq goat- 
skins will approximate 4744c. per lb., c. & f., duty paid, 
under the forthcoming regulation. Semi-tanned sheep- 
skins from those regions will be placed under a ceiling 
of about 434. per Ib. 


All skins mentioned are now covered by Revised Price 
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Schedule No. 61—Leather. A new regulation is needed, 
OPA said, to define more exactly in dollars and cents 
the prices for these skins and, since they present prob- 
lems peculiar to themselves, to take them out of the 
general leather schedule. 

_ 7 7 
QPA has announced that War Shipping Administration 
rates must be used by tanners in determining war risk 
insurance costs on hides and skins. Provision to this 
effect was contained in Amendment No. 1 to Revised 
Price Schedule No. 61—Leather, which also eliminates 
any conflict with the later Maximum Export Price 
Regulation by providing that maximum prices for 
export sales of leather shall be determined in accordance 
with the export regulation. The amendment does not 
alter the present pricing methods since the export regu- 
lation, which was issued after the leather schedule, 
superseded any conflicting provisions of the leather 
schedule. 

* o * 
PRIOR to the amendment, the leather schedule per- 
mitted a tanner to add to his maximum prices premiums 
to cover a percentage of the war risk and marine insur- 
ance costs paid by him on raw stock. The new amend- 
ment limits the amount which may be added by requir- 
ing that in computing war risk insurance charges the 
tanner must use rates offered by the WSA. 

OPA pointed out that the change assures leather 
buyers the saving resulting from the recent action of 
the WSA in making its war risk insurance and extended 
transshipment coverage available to all shippers at rates 
substantially below the rates of commercial companies. 

a oF 

QPA is going in for a new but most refreshing kind of 
simplification. It has announced the first of a series of 
revisions of maximum price regulations, designed, 
among other things, to convert the language of the regu- 
lations “to a simple and explanatory style.” Many 
headaches and perhaps costly litigation, are expected to 
be prevented by the ousting of heavy, confusing, round- 
about, ambiguous language so common to government 
regulations. They may make good hunting ground for 
the lawyer but they make their victims tear themselves 
bald-headed and break into uncontrollable profanity. 

Blessings therefore should be heaped upon the OPA 
genius who suggested simplicity of expression and 
thought. It is even more than that, as will be seen by 
OPA’s statement. 

“The new styling in every-day prose rather than legal 
terminology, is more than a mere simplification of 
language. It is a complete rearrangement so that the 
scope and operation of the regulation is developed in 
logical fashion. Examples are used freely in the text 
of the regulation to illustrate rules being laid down.” 
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Onthe top of the huge furnace in which Vita- 
Tempered Steel Shanks are processed, an 
electronic tube “watches” the red hot metal. 
The slightest change in color, an indicator 
of temperature, is instantly detected and 
numerous controls act to maintain the de- 
sired heat. No human supervision could be 
f so close —so quick to act. 


el 


Moving continuously, the shanks are heat 
treated, quenched in hot salts (where a fun- 
| damental change takes place in the grain 
structure of the metal) washed, rinsed and 
dried. The electric eye is but one of the 
coordinated temperature and time controls 
which operate automatically to produce 
steel shanks with unusual uniformity of 
bend and temper —in individual shanks and 
throughout entire lots. 
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OTHER SHOEMAKING ADVANTAGES 
WITH VITA-TEMPERED SHANKS 


1. This new and different method of tem- 
pering, called ‘‘the first fundamental change 
during modern times in the art of heat treat- 
ing steel’’—provides a harder, tougher and 
more rigid shank. 


2. Vita Tempering avoids the shock of con- 
ventional quenching methods by immersing 
the shanks in a bath of molten salt. Stresses 
and strains in the metal which would cause 
distortion, are thus eliminated. 


3. Specially processed gases are introduced 
into the furnace to do away with dirty carbon 
scale on the surface of the metal. The elim- 
ination of the oil quench further adds to the 
cleanness of the shanks. Clean shanks mean 
cleaner shoes. 








UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 





















Stores in some cities are instituting 
training programs of their own for the 
new untrained help which they must 
hire. The general procedure seems to 
be to give them intensive training in 
the training department of the store, 
followed by a breaking-in period in the 
slipper department and some time spent 
in the children’s shoe department. 
When they finally graduate into the 
regular shoe department they are un- 
der constant supervision of the buyer, 
assistant buyer or an experienced sales- 
man who has been appointed sponsor, 
who is available to them at all times 
to answer questions, help with the sale, 
and make the going easier. Not until 
they are capable of handling sales alone 
and efficiently are they permitted to do 
so. 
The shoe department of a store in 
Seattle recently added three saleswomen 

to its staff. Unlike some of the other 
shoe stores, this store does not train 
its girls in a class. They are trained 
personally by the manager of the shoe 
department. Before they are put on 
the floor they receive about five days’ 
extensive training and are kept under 
close supervision. .Since this store em- 
phasizes style, this factor is stressed 
during the tra’ning period. No experi- 
ence is necessary. Women are selected 
who have personality and who are in- 
terested in selling shoes as a profession. 

Few stores expressed any objection 
to using women or students part time. 

One buyer expressed the belief that, 
from the store’s point of view, it would 
be advantageous to hire women who 
would, for the most part, demand lower 
salar.es than those given to men. Stores 
who have used this extra help have 
found it entirely satisfactory; hardly 
an objection has been raised to the 
quality of work done by the members 
of this new labor reservoir. 

That the problem of filling the places 
of men who go into service is more diffi- 
cult for the store that does a real fitting 
job is certain. The proprietor or man- 
ager of such a store must discover some 
way, either to get substitutes who have 
some foot knowledge and devise a plan 
to teach them salesmanship, or find 
people with a natural gift for sales- 
manship and the mental ability quickly 
to grasp the principles of shoe fitting 
so that they can proceed under the 
supervision of an experienced person. 

. The chain store, where making the book 
is the main factor, needs only to get 
people with ability to sell and then let 
the customer take main responsibility 
for deciding if a shoe feels right or not. 

When a personable bond salesman 
applied for a part time job at one such 
store, he was asked if he could read 
sizes. He answered in the affirmative, 
was told to report the next day, and 

immediately went to a friend in the 
business to take a “one lesson course” 
in size reading. Going on the job at 
four P.M. as arranged, he sold twenty 





32 





Who’s Going to Sell "Em? 


[CONTINUED FROM PAGE 17] 


Help Wanted—1942 Style 


» Individual ew 
\\ 
» WANTED 

Shoe Salesman! 
for high-grade ladies’ shoes 


We have an opening for an experi- 
enced salesman, wishing.to better 
his future. Real opportunity for the 
right porty. Must be Army deferred. 











446 S. Warren St. 





When a shoe salesman is sought in some 
sections these days, they go gunning for 
him with big type. In Syracuse, N. Y., 
where filling jobs is getting to be more 
a matter of recruiting than replacement, 
the above advertisement in a daily news- 
paper of that city illustrates the new 
way of saying “help wanted" when re- 
ferring to a shoe salesman. 





pairs of shoes the first afternoon and 
evening. 

In an I-can-top-that spirit, another 
man told of spending two years han- 
dling orders in a well-known shop, be- 
ing allowed to fit not more than two 
half days in an emergency, and then 
being very carefully checked. Getting 
himself a job in a “make the book” 
store, he went to work on a Saturday, 
and made good on the try-out. He sold 
fifty pairs of shoes, plus extras, that 
first day. 

One other story with a point to it 
concerns the older salesman who knows 
his fitting thoroughly. This was the 
complaint of a gray-haired boss who 
said he had lost a couple of extras to 
the armed forces but was getting along 
very well by increased time from two 
cther substitutes. When told that check- 
ups showed salespeople above 40 to be 
the most efficient he replied, “I think 
they know their jobs best, but they get 
angry too easily. Pehaps they have a 
touch of rheumatism or something else 
that affects their dispositions. But what- 
ever it is, they can’t take it like the 
younger people can. When they get a 
fussy customer sometimes, they may 
allow themselves to become irritated 
and show it.” Perhaps there’s a hint 
in this for all salespeople, young and 
old, to remember. 


Hold Children’s Day 


SAN JOSE, CALIF.—Kirby’s shoe store 
in San Jose recently held children’s day, 
featuring a popular brand of children’s 
footwear in a wide assortment of styles 
at popular prices. 

The special event was held on a Sat- 
urday, and free toys and candy were 
distributed to the kiddies. 





Modern Store Opened 


In Detroit 


Detroit, Micu. — King’s Boot Shop 
has recently been opened at 22085 
Michigan Avenue, in the West side 
suburb of Dearbern, by Norman Diem, 
member of a family well known in the 
local shoe business through several 
stores various members of the family 
have had for many years. Mr. Diem 
was formerly a partner with Albert 
King, now in the U.S. Army, in a store 
of the same name located in Detroit. 

The new store caters to women’s and 
children’s shoes exclusively, with a 
price range from $3.95 to $12.85. A 
new feature of the store is the employ- 
ment of a girl as shoe clerk, because of 
the shortage of available men employ- 
ees. A boy is also employed on a part 
time basis as stock clerk. 

Store is modernistic in design, and 
was designed my Mr. Diem, who used 
to be an interior decorator himself. It 
has a red macotta front with set-back 
type windows leading into a center 
vestibule. 

Interior of the store is finished in 
eight-toned pastel shades in narrow 
vertical stripes All stock is concealed, 
with a center entrance to the stock- 
room concealed by a full-length mirror. 
Three, three-level display platforms on 
the floor at the rear give the emphasis 
on shoes. An unusual feature is a pair 
of diamond-shaped shadow boxes, at 
about seven foot height on the rear 
wall, used for shoe display. A full 
length mirror relieves either side wall. 

Blond finished woodwork is used for 
a hosiery and slipper bar at the right 
of the entrance, and for a large panelled 
wrapping desk at the left. A door 
leading to the basement, back of the 
hosiery bar, and all wood trim match 
the blond wood work. 

Store is equipped with twenty spring- 
steel chairs finished in maroon and tan 
leather. Maroon rug of floral pattern 
covers the floor. Daylight type fluores- 
cent lighting is used. 


Long Record of Service 


ERIE, Pa.—In the celebration of 
“Father and Sons in Business Week” 
recently concluded here, Kimmel & Sons 
Shoe Store took first honors, because 
of the lengthy, unbroken record of the 
business under the ownership of the 
Kimmel family. The store, originally 
started in pre-Civil War days by the 
late John Kimmel, is now operated by 
Charles and Edwin Kimmel. Charles 
Kimmel, the\present elder partner, is a 
son of the original owner, while Edwin 
Kimmel, the active manager, is the son 
of Charles. 

When the store was started, much of 
the Kimmel business consisted of shoes 
made to customers’ orders for which 
the owner of the store selected léather 
and made design suggestions. The 
bulk of today’s business comes from 
entire families who have been buying 
Kimmel shoes for generations. 
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” Tom Jones, just an average fellow like 
you and me, is enjoying a little reading at home one 
night and, among other things, comes across Fortune’s 
full page national ad. The shoes look good, the price 
is right, so Tom makes up his mind right there that 
he wants a pair of Fortunes. Next morning while 
waiting for the bus he notices the Emporia Shoe 
Store’s Fortune ad in the local paper. Walking to 
his office he passes the Emporia window and sees 
some of the same Fortune styles that were featured in 
the advertising. Next thing you know Mr. Jones has 
tried on a pair of these Fortunes and is telling the 
clerk to wrap ’em up. 


That’s the way Fortune’s distinctive national advertis- 
ing, supported by the proper kind of local promotion, 
sells thousands of pairs every day in cities throughout 
the nation. The men in your community want *em— 


have you got em? 


The Fortune line for Spring is designed for salability— 
and frozen at America’s favorite retail price. Don’t 


miss seeing it! 


FREE to retail clerks: Fortune’s new, handy, 
pocket-size booklet, All About Conservation Order 
M-217. Write for your copy of this valuable book- 
let today! 


RICHLAND SHOE COMPANY 


A DIVISION OF GENERAL SHOE CORPORATION 


NASHVILLE, TENNESSEE 


Fodlune backs yor tafe 
ty keg you tn fem! 




































FAVORITE RETAIL PRICE 
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For Rent 


IN CHICAGO 
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To Manufacturers: 

Sample rooms in The Republic Building, State at 01 

Adams, one-half block south of the Palmer House. 
To Jobbers and Wholesalers: x 
Large spaces in the wholesale district and in the th 
“Loop” District. “~ 
or 
+ Off 
To Retailers: < 
Well-located store locations in several outlying ms 
shopping districts and a number of splendid “loop” o 
locations. Me 
pre 
For complete information please consult the 
sta 
I 
LOUIS HALLER : 
R-€ 
GORDON STRONG AND COMPANY ts 
209 S. State Street Harrison 8191 ral 
tob 
: 
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Grant Period to Replenish Rubber Stocks 





OPA Issues Amendment to Ration Order Regulating Sales 
of Men’s Rubber Boots and Rubber Work Shoes. Period 
Until December 5th Allowed for Restocking 


WASHINGTON, D. C:—Distributors of 
rationed rubber footwear who reached 
November 28—the deadline for unre- 
stricted stocking—with short invento- 
ries because they have been selling more 
than their suppl‘ers could restock them 
with immediately have been given a 
short “grace period” in which to ar- 
range for necessary replenishments. 

This was announced last week by the 
Office of Price Administration in issu- 
ing Amendment No. 5 to Ration Order 
No. 6, regarding the acquisition and 
transfer by retailer, distributor and 
manufacturer of men’s rubber boots 
and rubber work shoes. 

Under the rationing regulations dis- 
tributors will not be permitted after 
November 28 to buy any rationed rub- 
ber footwear from the supplier without 
presenting rationing certificates for the 
amount purchased. Ordinarily they 
could get these certificates only from 
the customers to whom they sell, so that 
their inventory position would remain 
static. 

However, under the amendment, a 
distributor who wishes to increase 
stocks may get copies of OPA Form 
R-604 from his local War Price and 
Rationing Board. He must fill them out 
and file them with the board between 
November 28 and December 5, stating 
the number of each type of rationed 
rubber footwear he has shipped to re- 
tailers or other distributors from Oc- 
tober 5 to November 28. On the same 
forms he states the number he wishes 
to buy, and supplies necessary evidence 
required by the Board. 





November 28, 1942 


When the local board approves the 
application, it issues the applicant Parts 
1 of rationing certificates authorizing 
purchase of the footwear sought. These 
the distributor sends to the supplier 
with whom he places his order. 

Distributors who get Parts 1 of cer- 
tificates in this manner are required to 
report them on OPA Inventory Form 
601A. This inventory must be taken 
as of December 5, 1942, and mailed to 
the OPA central inventory unit, Empire 
State Building, New York City not 
later than December 10, 1942. 

Effective date of Amendment was 
November 21. 





Brockton Community Drive 
Headed by Shoe Man 


BROCKTON, Mass.—George H. Leach, 
executive vice-president of the George 
E. Keith Company, is receiving the con- 
gratulations of friends and associates 
for the good work done as general 
chairman of Brockton’s United Com- 
munity and War Fund campaign. With 
a goal of 140,200, incomplete returns 
at the end of the campaign showed a 
total of $143,000 which later returns 
boosted to more than $145,000. 

Shoe factories throughout the city 
cooperated effectively and were 100 per 
cent behind the drive. Members of the 
firms here worked either as solicitors 
or as members of the general committee 
which was headed by Mr. Leach. Note- 
worthy was the response of men and 
women workers in the many plants. 





SATURDAYe 


To Discuss Convention Plans 


PHILADELPHIA, Pa.—The next meet- 
ing of the Middle Atlantic Shoe Retail- 
ers’ Association has been called for 
Sunday, December 6th, at the Benjamin 





WALTER C. BYERLY 


Franklin Hotel. At this meeting a pro- 
motion plan to make the coming 29th 
annual convention and shoe show most 
interesting, profitable and entertaining 
will be considered. 

This annual showing is scheduled for 
January 10th, 11th and 12th, at the 
Benjamin Franklin Hotel. Retailers 
and buyers from six states are expected 
to attend. The convention management 
committee is headed by Walter C. By- 
erly, Wilmington, Del., president of the 
association. Representing manufactur- 
ers on the committee are: J. D. Nunn, 
Milwaukee, Wis.; H. E. Snayberger, 

[TURN TO PAGE 39, PLEASE] 
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THE C. B. SLATER NAME ON 
Quality 


Style 4045. 
The REDWING 
Comfortable Brown 
Calf Unlined Mocas- 
sin Welt Step-In .. . 
1235/8 heel. 

Ample Size Run 
AAA 6-10 + AA-5-10 
A 435-10 - B 4-10 
C49 


(om 


LY FOOT-CHEER. 
Send for IN-STOCK catalog 


SOUTH 






FOR UNACCUSTOMED 
FEMININE FOOTWORK 
—increased walking and standing on hard 
floors and pavements .. . jiggly “strap-hang- 
ing” at tumultous rush hours—a lifetime oppor- 
tunity for merchandising IN-SKILLED MAIDEN- 


BRAINTREE, 


A SHOE Gaede’ QUALITY 


Style 3138X | 
The TEPEE 
Relaxing Elk Mocas- 
sin type Slipper for | 

| 





leisurely out-door 
wear. . . patented 
Back -Stay Seam... 
Low heel. 
Ample Size Run 
AAA 6-10 
AA 53-10 - A 5-10 
B 455-10 - C 435-9 


MASSACHUSETTS 





Clalit, — 








Brown Shoe Co. 
Sales $48,223,258.80 


St. Louis, Mo.— Brown Shoe Com- 
pany has issued its financial statement 
for the fiscal year ended October 31, 
1942, showing net sales of $48,223,258.80 
and a net profit of $919,515.44. Earn- 
ings on common stock amounted to $3.73 
per share after deduction for taxes and 
after an inventory reserve of approxi- 
mately $1.00 per share was set aside, 
as explained in the note to the stock- 
holders by John A. Bush, president. 

“The dollar and unit volume was the 
largest ever produced by our company,” 
Mr. Bush’s letter continues. “Gross 
sales amounting to over Fifty Million 
Dollars. 

“Our Honor Roll of personnel now in 
the Armed Forces, of whom we are 
very proud, numbers 890. More will 
answer the call. 

“In May of the current year we pur- 
chased the assets of a completely 
equipped small shoe factory located in 
Potosi, Missouri, near St. Louis, which 
was renamed ‘Younger Style Shoe- 
makers.’ This plant has a capacity of 
3,600 pairs daily of shoes for small 
children and adds a needed line to 
round out our lines of shoes for the 
entire family. 

“Military footwear for the United 
States Government during 1942 has 
taken a still larger proportion of manu- 
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facturing capacity. We are cooperating 
by producing for the Armed Forces ap- 
proximately 12% per cent of our entire 
output. Applying this production to 
men’s capacity alone of course figures 
a very much larger percentage.” 





Calls Meeting of 
Merchants’ Guild 


PHILADELPHIA, Pa.—T. Dun Belfield, 
president of the Philadelphia Shoe Mer- 
chants’ Guild, has called a meeting of 
the guild for Tuesday, December Ist, 
at the Adelphia Hotel. Subjects to be 
considered are: OPA and WPB rul- 
ings; sales date; holiday store hours; 
cancellation shops; fitting shoes on bare 
feet. The meeting is an important one, 
and attendance of all members is ex- 
pected. 





Basketball Shoes 
Bought by Army 


Boston, Mass.—The award of a con- 
tract to make 200 pairs of black basket- 
ball shoes for use of the United States 
Army is announced at the local Quar- 
termaster Depot. The shoes will be 
made in a plant of the United States 
Rubber Co. 

Contracts have also been awarded to 
furnish the Army with 218,898 pounds 
of sole leather. The order was shared 
by twelve companies. 














FOR BETTER SHOE SELLING 


These are times in which the personnel 
turnover in shoe stores is unusually high, 
due to wartime conditions. 

Proper education of the new salespeo- 
ple, so that they may serve the public 
intelligently and efficiently, is a problem 
which is receiving the thoughtful atten- 
tion of the best minds in the trade. 


BOOT AND SHOE RECORDER is en- 
deavoring to make its contribution by 
publishing articles of educational value 
about shoe fitting, shoe selling, shoe 
styles, leather and the other shoe materi- 
als that play a part in good shoemaking. 

So we suggest that shoe merchants, 
managers and buyers who comprise the 
great majority of BOOT AND SHOE 
RECORDER subscribers pass their copies 
along to these new salespeople, with the 
recommendation that they read each is- 
sue carefully. Better still, check the ar- 
ticles and features that you believe will 
be of special interest and value to the 
salespeople in your store, then make 
these articles subjects for discussion at 
your sales meetings. 





Boston Club’s Membership 


Drive Big Success 


BosTon, Mass.—‘Exactly 25 new 
members have enrolled in the Boston 
Boot & Shoe Club, the industry’s lead- 
ing social and business organization, 
since the opening of the current 1942- 
1943 season early this month,” says 
Maxwell Field, secretary of the club, 
“and this is a record number for a 
three weeks’ period, bringing the club’s 
membership to the highest level in a 
decade. Credit for achieving such suc- 
cess in conducting this membership 
drive goes to Francis C. Donovan, presi- 
dent of the club.” 

The club’s second meeting of the sea- 
son will be held on Wednesday evening, 
Dec. 16, at the Hotel Vendome. Donald 
E. MacAfee, an American who re- 
mained in France after the first World 
War and fought in the Battle of 
France, escaping with his wife to 
America only last March, will be the 
guest speaker and will talk on “France 
—Ally or Foe?” Musical entertainment 
will be provided during the dinner hour. 
The club’s president, Francis C. Dono- 
van, prominent leather merchant, will 
serve as toastmaster. 





Win Contests at Shoe Fair 


CoLumMBus, OHI0—Harvey Dyer, of 
Dyer’s Shoe Store, Madison, Wis., and 
J. L. Stone, of L. S. Donaldson Co., 
Minneapolis, Minn., tied for first prize 
in a contest conducted by Julian & 
Kokenge Co., here, in their showroom 
at the National Shoe Fair, Chicago. 
Each received a $100 war bond. 

Lockwedge Shoe Corp. awarded 4 
$100 war bond to Paul Kirsh, buyer of 
Dr. M. W. Locke shoes at The May 
Co., Los Angeles, for winning a simi- 
lar contest conducted in their show- 
room at the Shoe Fair. 
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Hold First Shoe Market 


GRAND Rapips, Micu.—For the first 
time a shoe market was held November 
17 and 18 at the Pantlind Hotel, here. 
It was designed to save time, gas and 
tires by bringing America’s outstand- 
ing shoe manufacturers and wholesalers 
to a central locality. Forty-three ex- 
hibitors displayed their lines to 300 
buyers. Spring, mid-season and holiday 
merchandise was on display, and buy- 
ing was brisk. 

The tendency was to buy more expen- 
sive merchandise than in the past, no 
doubt due to the fact that money is 
freer and customers are looking for 
durability in case of shortage. 

Men’s shoes showed no new innova- 
tions due to limitations already laid 
down. The Army type of shoe with 
plain type toe in black and brown was 
to be seen at every turn. The trend in 
women’s shoes is to a lower heel for 
every day wear, inasmuch as women 
will be on their feet a great deal more 
than in other years. For the girls on 
the assembly lines, manufacturers are 
showing trim shoes built especially for 
comfort and protection. 

For the after-hours shoe, pumps with 
ornaments, gabardines and crushed 
leathers are available. Patent and 
black fabric are voted high for dress. 
For walking, low heels and shoes in 
alligator, and turftan elk were shown. 

One of the new things seen was a 
woman’s shoe with strip leather soles 
made from salvage leather. These soles 
are long wearing and make use of 
leather heretofore discarded. Plastic 
sole shoes are also now on the market 
and will no doubt prove popular because 
of necessity and novelty. 

Entertainment which usually featured 
the close of a shoe fair in Grand Rapids 





was cancelled this year in order that 
buyers might attend evening showings. 
Exhibits were held on the fifth, sixth 
and seventh floors of the Pantlind from 
9 A. M. to 10 P. M. Carl E. Verburg, 
Grand Rapids, representing the Lever- 
enz Shoe Co., Sheboygan, Wisconsin, 
was manager of the market. 





Buys for Eight Stores 


Los ANGELES, CALIF.—Bob Hirsh is 
now buying the women’s shoes for the 
eight Famous Department Stores in 
Southern California, with headquarters 
in the local store. A general grading 
up of all lines is in progress, with the 
emphasis to be placed on branded lines 
in the immediate future. Mr. Hirsh is 
well acquainted with the workings of 
the Famous group, since he was the 
women’s buyer for a number of years 
and resigned some six years ago to go 
into another field. 


Honor Assistant Buyer 


Los ANGELES, CALIF.—A Going Away 
Breakfast was tendered Joseph Stetton 
at the May Co. Tea Room by the “12 
Club.” The occasion was the induction 
of Mr. Stetton into the Army, and he 
was honored at this time by his fellow 
employees of the various shoe depart- 
ments of The May Co. (Shoe depart- 
ments under the supervision of buyer 
Paul Kirsh have formed a club under 
the departmental store number.) Robert 
L. Felts, president of the club, pre- 
sented Mr. Stetton with a platinum St. 
Christopher identification bracelet on 
behalf of club members. Mr. Stetton 
has been assistant to Mr. Kirsh for 
some time and is well known and well 
liked throughout the trade. 





Visits Curtis Sales Room at Fair 





The representatives of Curtis Shoe Co., Mariboro, Mass., greet a well-known buyer 
from the West Coast, Ray Brownhill of Young's, Los Angeles, at the National Shoe 
Fair. Left to right: Mercer Curtis, Curtis Shoe Co.; Mr. Brownhill; John A. Curtis, 


president of the company, and H. R. Levy of the Curtis sales stoff. 











A New Responsibility 


The ideal behind Health Spot 
Shoes has always been to pro- 
duce a good shoe that would 
answer the wearer’s need for 
comfort and service. 


The need for properly shaped, 
good-fitting shoes has always 
been apparent, and Health 
Spot Shoes have met that need 
for untold numbers of men, 
women and children. 


Now, with the rapid increase 
in industrial employment, the 
demand for Health Spot Shoes 
is also increasing. 


Men and women engaged in 
the all-important job of pro- 
ducing vital war supplies for 
America and her allies, are 
turning to Health Spot Shoes 
to give their feet and body 
weight the support they need 
for the long hours of standing 
and walking on hard floors. 


With our civilian production 
limited, due to the fact that a 
part of our facilities are be- 
ing used for the manufacture 
of men’s Navy high shoes, it 
is taking every ounce of extra 
effort we can put forth to try 
to take care of this new busi- 
ness and the repeat business 
of old customers who will 
wear no other shoes. 


We only hope that we can con- 
tinue to supply this added de- 
mand for Health Spot Shoes, 
for we realize how important 
it is that men and women on 
defense jobs have strong 
shoes that will hold them up 
and give them foot comfort. 


MUSEBECK SHOE COMPANY 


Danville 


IMinois 















Make Every Day 
a day nearer 
Victory 


building at 


Arches and Accessories 

Spats (English and domestic) 
Shoe Measuring Sticks 

Heel Cushions and Heel Cups 
Pinch Pads 


Shoe Polishes 

Saddie Soaps 

Shoe Trees 

Display Shoe Forms 
Insoles and Sock Linings 


prompt and careful attention. 


we thank you. 








LYONS & COMPANY 
EXPAND FOR SERVICE 


To improve and expand our facilities for Service to Shoe Retail- 
ers we have moved from our quarters at 122 Duane Street and 
have taken over the former NUNN-BUSH Shoe Company 


118-120 Duane Street | 
New York, N. Y. | 


We Will Continue to Supply You With 
The NEW when it is NEW | 
The NOVELTIES of MERIT | 

The STAPLES of PROVEN QUALITY || 


Domestic Rayon and Mercerized Laces 


Because of the times we do not issue a catalog but we invite your 
inquiry as to any of the articles listed. You may be assured of our || 


Our progress is built on your continued and loyal support, for which 


LYONS & COMPANY 
118-120 Duane Street, New York, N.Y. 


U. S. A. SOLE DISTRIBUTORS TO THE TRADE OF 
KIWI, THE QUALITY ENGLISH STAIN SHOE POLISH 


Buy War Bonds | 
Buy War Stamps 





Moccasins 

Slippers of all kinds 

Wool Shoe Brushes 
English Leather Shoe Laces 


Metatarsal Pad 
“Cookies” and “Balancers” 
Stretchers, etc. 
Shoe Horns 








Shoe Windows Should 
Teach a Lesson 
[CONTINUED FROM PAGE 19] 


A similar setting was used by another 
Fifth Avenue shoe store, featuring low- 
heel walking types. “Fit for active 
feet” read the legend. “Choose good 
shoes so you can wear them a long time. 
Quality has always been the best buy.” 
Another large department store in New 
York.featured a window of well-made, 
simple shoes, under the heading “Mas- 
terpieces of Shoemaking.” 

It is easy to see from the above ex- 
amples that the emphasis has shifted 
from style to service; from buy often 
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to buy carefully; from buy to suit your 
changing tastes to buy to suit your job, 
your role in this war, your actual 
needs. That’s in line with government 
policy, and it’s the policy which should 
be reflected in every retail store 
throughout the country. 

One iarge New York store has run a 
series of ads on the one pair of shoes 
theme, suggesting in the copy that the 
customer “buy just one pair of shoes— 
not a closetful! That’s what the Gov- 
ernment wants you to do—that’s what 
we want you to do—and put the rest 
into War Stamps and Bonds.” That’s 
an ingenious way of putting it across, 
and it is equally well adapted to win- 
dow suggestion. Put a poster in your 














windows advising discretion in pur- 
chasing; follow through by showing 
shoes for a specific purpose—such as 
sturdy walking types for the general 
run of customers; service shoes for 
those engaged in civilian defense activi- 
ties. Be proud to cooperate with your 
Government to this extent, and guard 
against any tendency on the part of 
your sales force to urge unneeded or 
unwanted shoes on customers. “These 
are the last you’ll be able to get,” is 
becoming not only a sample of unfair 
merchandising, but a sample of unfair 
advantage which is unforgivable in 
times like these. 


To Discuss Convention Plans 
[CONTINUED FROM PAGE 35] 


Schuylkill Haven, Pa.; Jack Davis, 
Philadelphia; B. B. Kimless, New York; 
H. C. Johnson, Clarks Greer. Pa.; Reu- 
ben Gordon, Philadelphia; Arthur Sbic- 
ca, Philadelphia. Representing the 
wholesalers are: Elkan L. Ries, Balti- 
more, Md.; Murray Saks, New York; 
Jack Sandler, Boston; William Dela- 
mater, Philadelphia; Herman Wasser- 
man, Philadelphia; Edward Trachten- 
berg, Philadelphia. 

Travelers are represented by I. Frank 
Oberfield, Philadelphia; Paul S. Lip- 
pincott, Philadelphia; E. M. Scatter- 
good, Philadelphia. Retailers are rep- 
resented by the executive committee and 
Gordon Evans, Scranton, Pa.; Roy 
Walter, Wilkes-Barre, Pa.; Ed Reine- 
berg, York, Pa.; B. W. Shaub, Lan- 
caster, Pa.; Murray Rolfe, Philadelphia; 
Harry Hahn, Washington; John Storch, 
Newark, N. J.; J. H. Geiger, Richmond, 
Va.; William Morgan, Pittsburgh. 





Cal Mensch Injured 
In Accident 


PHILADELPHIA, PA.—While returning 
from a visit to his grandson at Lehigh 
University, Cal J. Mensch, secretary of 
the Middle Atlantic Shoe Retailers’ 
Association, was a victim of an auto- 
mobile accident. The accident, which 
occurred on Sunday, November 15th, 
was caused by the loss of control of his 
car which eollided with a tree a short 
distance from Abington, Pa. He was 
immediately taken to Abington Hospi- 
tal, where he is at present. Although 
suffering from several fractures, there 
were no internal injuries, and he is well 
on the road to recovery. 





FRIEND MERCHANT 


After you have read this issue of your 
Recorder pass if around among your 
salespeople. 

For we are living in a changing age, 
and, “to know is to survive.” 

Recorder's staff of editors are close 
students of today's shoe and leather 
trends and changes. 

Your salespeople will be better sales- 
people if they study the Recorder each 
week. 


Boot and Shoe Recorder 
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Here are a few clues. He dreamed the 
night away in one of the 891 most com- 
fortable beds in Baltimore. Now—he's 
off to keep his business dates in Baltimore 
and Washington. He is one of the many 
who have found that the Lord Baltimore 
offers everything that’s expected of a 
famous hotel in an equally-fomous city. 
So—the Lord Baltimore Hotel is his GHQ 
in this territory. 


Come to think of it—he could be youl 


BALTIMORE © MARYLAND | 


700 rooms—each with radio, tub and shower 


Preparing Customers for 
Shoe Conservation 


[CONTINUED FROM PAGE 26] 


You can be perfectly frank with your 
customers. Make a positive appeal, not 
a negative appeal. Tell them what good 
value you can give them in shoes. Tell 
them how many attractive styles are 
still available. Explain in detail how 
the color limitations affect your stocks. 
And assure them—if you have pur- 
chased them accordings to rulings— 
that you still have limited supplies of 
shoes in reds, saddle shades, two-tones 
and what have you. 

The negative appeal stresses the 
hurry, hurry scare type of advertising. 
It tells the customers to rush in now to 
buy those types of shoes that no longer 
will be available within a short time. 
It bemoans the sad fate of othe retailers 
who are not stocked with the scarce 
items. And it urges customers to stock 
up on shoes now—to buy two pairs or 
three pairs or more. This type of scare 
selling is prevalent in stores right now 
—and infects the sales force especially, 
whose members are anxious for swollen 
sales books. 


Boot & SHOE RECORDER goes on rec- 
ord now as strongly advocating a sane 
approach to advertising of shoes under 
M-217. We have been warned in subtle 
ways that there may be other measures 
to curtail sales if M-217 does not. We 








50 trains 
every day run 
between Balti- 


you are coming. 


years. 


Fort Worth. 





BOX 548 


Folks will always need cowboy boots and JUSTINS are 
the boots they have preferred for more than sixty-three 


You can serve your boot customers best by selling them 
genuine Justin Cowboy Boots made by the Justin Boys of 


H. J. JUSTIN & SONS, Inc. 
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Cowboy Boot 


The “trimmin's" have 
gone to War — but 
the famous Justin fit, 
fine feel, long wear 
and snappy good 


looks will always re- 





main! 


STANDARD OF THE 
WEST SINCE 1879 





FORT WORTH, TEXAS 





must face one fact squarely at this 
time: M-217 has failed to make shoes 
less attractive, less appealing. Actual- 
ly the new lines for Spring show styles 
more attractive, more appealing, more 
downright smart than we have seen in 
years. So it stands to reason that you 
won’t find it necessary to cry from the 
housetops about your new stocks. 

The new Spring shoes will speak for 
themselves. Women, and men too, will 
immediately appreciate their qualities, 
their smart characteristics. You can 
go beyond all this, and tell your cus- 
tomers why they should buy shoes from 
your store. Emphasize the intrinsic 
value in good shoes, in shoes at popu- 
lar price levels. Tell them what you 
have to offer in good fitting, in ade- 
quate sizes, in types of shoes for vari- 
ous types of feet. 


A Time to Pipe Down 
on New Fashions 


If you feel the necessity to make a 
strong presentation of new fashions, 
base this presentation on the new timely 
fashions that are in step with the times. 
Play up the reasons why these fashions 
can be made in wartime, and why they 
are practical types for feet that must 
keep in step. Try to select the types of 
new fashions that your customers need, 
if you must dramatize your stocks. But 
play down those special, extra shoes 
that are “I wanna” shoes, now out of 
this world. Above all, take this oppor- 





tunity to emphasize YOUR STORE 
IDENTITY synonymous with SHOES 
to bring in that horde of customers 
weighted down with new money. 





Receive Contributions 
For Ambulance Fund 


New YorkK.—The Shoe Club’s current 
drive to raise funds for an ambulance 
to be donated to the armed forces is 
progressing splendidly, according to 
Miss Minna Morganstern, secretary of 
the club. Contributions have been com- 
ing in steadily, but complete coopera- 
tion on the part of members of the trade 
is needed. 

Contributions may be sent direct to 
the Shoe Club, Hotel McAlpin, New 
York, or to E. B. Terhune, co-chair- 
man of the drive, Boor AND SHOE RE- 
CORDER, 100 East 42nd Street, New York 
City. Citations with the names of con- 
tributors will be mailed to all partici- 
pating in the drive. 





Army Buys Welting 


Boston, Mass.—Early this week it 
was announced at the local Quarter- 
master Depot that the Army has placed 
orders for 577,000 linear feet of heavy 
leather welting and for 200,000 pairs of 
burlap insoles. A total of eight manu- 
facturers shared in the awards, all of 
them Massachusetts companies. 











THE FOOT SLENDERIZING SHOE 


COMFORTABLES 


T= additional millions of women at war work and 
other adtive jobs are acquiring today definite shoe 
habits which they will never lose. are enjoying the 
luxury of “keeping their feet” in basic- aden. 
snug-fitting shoes that are comfortable a! everything 
else, which is the simple reason why leading retailers 
are constantly featuring Bellaire Shoes for 
today’s women in today’s jobs. Retailing at $5 to $6. 
(Write for Fall and Winter catalog of in-stock styles.) 


MATRON 
1561—Black Kid -- AA to E 


c= DIVISION OF HOLMES, STICKNEY 6 WALKER. INC. 
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Colorful 
Xmas Price Tickets 


(140 prices) in-stock 
Size of tickets 11/." x 21/," 


Xmas Ticket Circular showing samples, and price 
denominations, will be sent on request; ready Nov. Ist. 





X-1: Red Cap, X-3: Green with X-5: Red border, 
gold backgro’:nd, red candle, white green leaf, white 
white board—price board — price in board — price in 
in black. black. black. 


Any selection of prices desired if carried in-stock 
6 Doz.—$1.25; 12 Doz.—$2.25 


with store name imprinted 
12 Doz.—$3.85; 24 Doz.—$6.20 


Check with order please, unless C.O.D. preferred 


BOOT AND SHOE RECORDER 











New Manager Appointed 
TREMONT, La.—N. Douthit, who has 


A. B. Anderson. wear. 


New Store Opens 


Dover, N. H.—The Third Street At Buyers’ Week 
been in the shoe business here for the Shoe Store has opened at 19 Third 
past 20 years, has been named manager Street. The new establishment car- 
of the Tremont Shoe Store, succeeding ries men’s, women’s and children’s foot- 


| 209 SOUTH STATE STREET ® CHICAGO, ILLINOIS 


Expect Large Attendance 


INDIANAPOLIS, IND.—Preparations for 
the twentieth annual Shoe Buyers’ 
Week, to be held in the Claypool Hotel 
here, Nov. 29-30 and Dec. 1, and spon- 





Military Influence Shown at Shoe Fair 





A colorful display at the Nationa! Shoe Fair in Chicago was that of George E. 
Reith Co., aided and abetted by a diminutive model featuring the military influ- 


sored by the Indiana Shoe Travelers’ 
Association, indicate a successful con- 
vention. Some of the entertainment 
has been eliminated because of the 
existing conditions, the shortage of effi- 
cient help, and transportation problems. 
Three floors of the Claypool Hotel have 
been reserved for exhibits of shoe man- 
ufacturers, kindred industries and sup- 
ply dealers. 

The only entertainment will be the 
annual banquet on Monday night in the 
Riley Room of the hotel. There will be 
no style show. 

A large attendance is expected, and 
registration will exceed that of former 
years. There will be no business ses- 
sions. All the time will be given to 
buyers to visit the displays and place 
their orders for Spring merchandise. 

Following are the convention commit- 
tees: Convention staff: R. F. Grosskopf, 
Frank M. Brown, Jack Newcomb, Her- 
bert Smeltzer and Ernest Smeltzer; 
banquet committee: A. F. McCord, Ed. 
Johnson and Mart Bringartner; recep- 
tion committee: George Tovey, Ed. Bay- 


ence. Left to right: L. D. Fritsch, Allentown, Pa.; D. S. Deitrich, Reading, Pa.; F. L. less and Joe Warrender; publicity: 
Hasey, George E. Keith Co.; Harold C. Keith, president, George E. Keith Co.; R. D. Carlton F. Klaus and Hez Thompson; 


Graffis, Oakland, Cal. Seated: H. N. Baker, Orlando, Fla. 


#” 





finance: J. C. Honaker and Phil. Stern. 





Boot and Shoe Recorder 














te 


8 
h 
v 
r 


fe oO ea oOo Ss —= -7o = @ 


— 2 me sm wy 








ice 
lst. 


d 

R 
_ 
Ss 











FRIEND MERCHANT 


If you have been fortunate enough to 
keep your sales staff intact you can 
make them still more valuable to you 
and to your customers by urging them 
to read the Recorder every week. 

lf, as a result of war conditions, you 
have new or inexperienced salespeople 
insist on their reading the Recorder. 

Each issue contains educational mate- 
rial of inestimable value. 





To Expand 
Shoe Department 


PORTLAND, ME.—Wnm. Filene Sons Co. 
plan to expand their shoe department 
and also open an additional one in their 
new basement. Edward Rodman, for- 
merly of Filene’s Boston Store, will be 
in charge of the new department. 





Specializes in 
Corrective Shoes 


BIRMINGHAM, ALA. — Almost in the 
shadow of the Medical Arts Building, 
Rosenberg’s, a shoe store where shoes 
are fitted by doctor’s prescription and 
then checked by him, is unique in that 
it is a shoe store that does not adver- 
tise and yet never lacks business. 


Herman Rosenberg, owner-manager 
of Rosenberg’s, serves customers from 
all Southern states, even as far away 
as Texas. He has made a specialty of 
corrective shoes for more than twenty 
years, crooked shoes that straighten 
crooked feet and legs. 

Shoes made on a last that turns in, 
for knock-knees, shoes that turn out for 
bow-legs. Shoes built with a long in- 
side counter to hold the bone up, 
strengthening the instep and thus help- 
ing to correct club-fet. Surgical brace 
shoes that lace clear to the toe for 
paralysis victims. 

Dr. John D. Sherrill, eminent bone 
specialist of national fame, sends all 
his patients to Rosenberg’s to be fitted 
with proper shoes, and then checks the 
results. 

Realizing that nothing so fits a per- 
son for life as a “good understanding” 
nine baby specialists of Birmingham 
send all patients to Rosenberg’s for 
first shoes and, as often follows, for 
many successive pairs. 

Mr. Rosenberg, himself, fits all cor- 
rective shoe patients. “A shoe may be 
made right,” he says, “but if it is in- 
correctly fitted it may do more harm 
than good. I’ve always been interested 
in proper shoes for individual feet. I’ve 
built my business by being foot-con- 
scious, but now the war and the resul- 
tant rubber shortage is going to make 
the people foot-conscious.” 

The world famous negro institute at 
Tuskegee, Alabama, has a “paralysis 
center” where members of the negro 
race may receive treatment. Mr. Rosen- 
berg furnishes all of the corrective 
shoes, working in close cooperation with 
Dr. J. W. Chenault, head of the center. 
As he goes about his store, Mr. Rosen- 


November 28, 1942 











Fiexible hard sole—Elk leather—white, 
smoke, tan and country tan—moceasin 
tee for the chubby foot—last 66. A 
sturdy good-looking shoe. 





MT Proving that AU Baby Shoes 
are NOT ALIKE 


| Here’s a catch line that appeals 
| quickly to mothers. Merchants ask 
Hl them, “Ever Bake A Baby Shoe?” 
] | And, 


Day’s factory there’s a giant 
bake oven designed expressly 


| 
then explain, that at Mrs. Hl 


to dry every atom of moisture [fj 
from Ideal Baby Shoes. Such 
attention to detail, and such jf 
care, when extended in all the i 
many steps in the manufac- jf 
ture of Mrs. Day’s Ideal Baby | 
Shoes is bound to produce [ff 
finer shoes for tiny feet. Sales | 
records show that it pays. 


MRS. pay's IDEAL papy SHOE co. 


DANVERS, MASSACHUSETTS 


berg, a man of kindly face and far- 
seeing eyes, ever carries a vision of a 
long line of marching feet made fit by 
corrective shoes. 


Notes Trend Toward 
Quality Buying 


St. Paut, MInn.—The Nunn-Bush 
shoe store at 400 Robert St. reports ex- 
cellent business with a decided trend 
toward the buying of better shoes. Two 
elements are responsible for this reac- 
tion to the greater amount of money 
now being earned in the Saint Paul 
vicinity through the opening of large 


war plants, according to the manager 
of the store. These are the necessity 
for greater foot comfort for the most 
efficient work and a real response to the 
need for conserving material. 

There is a recognition on the part of 
the buying public that better quality 
and careful workmanship are coincident 
with longer lasting shoes. Big demand 
is shown for military style shoes. Black 


and brown are selling well with brown 
somewhat more favored. 

Good window display, having a con- 
tinuous showing of several styled shoes 
on attractive display units, is tied in 
with displays of similar shoes on cases 
and tables within the store. 
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St. Louis Jobs 
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FRESH, CLEAN 
CANCELLATIONS 


We are the largest distributors of top- 
grade current shoes from 15 of the lead- 
ing St. Louis factories 

AT A PRICE 
MEN'S — WOMEN'S — CHILDREN'S 








Sell us your surplus shoes. We buy 
better grades. Any quantity. Write 
or wire. 








M. K. WEIL SHOE CoO. 
1326 Washington Ave., St. Louis, Mo. 
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Men's Shoes 
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| 
America’s BEST KNOWN SHOES | 





Outstanding Fall 






Line . ® 


Efficient Stnck Service . . 
Inquire regarding 
BOUGLAS FRANCHISE 











Plan Move to New Location 


ERIE, Pa.—Weschler’s Shoe Store an- 
nounces that early in 1943 it will move 
its shoe business to a new location. The 
store, which has operated on State 
Street for the past decade, will occupy 
the corner of Tenth and Peach Streets. 
The new home for the shoe store is 
now being prepared. 





Oversubscribe Community 
Fund Quotas 


LITTLE Rock, ARK.—Shoe retailers of 
Little Rock achieved favorable public 
notice during the recent campaign for 
funds for the city’s Community Chest. 
The following were listed on the Chest’s 
Honor Roll, as having oversubscribed 
their assigned quotas: Guarantee Shoe 
Store, John Hardy Shoe Store, Baker’s 
Shoe Store, Thom McAnn Shoe Store, 
Dan Cohen Shoe Company. 


42 


Fifty Years in the 


Shoe Business 


MILWAUKEE, Wis.—Albert H. Wein- 
brenner, president of the Milwaukee 
shoe manufacturing concern bearing his 
name, recently observed his 50th anni- 
versary in the shoe business. 





Alber? H. Weinbrenner, right, re- 

ceives congratulations from A. R. 

Mueller, president of A. R. Mueller 

Co., Milwaukee, and president of 

Leather and Allied Trades Asso- 
ciates. 


Mr. Weinbrenner started h's career 
in the shoe business back in 1892 with 
Joseph Peffer as a jobbing firm. Actu- 
ally he learned his shoemaking at the 
bench of his father, Peter, one of Mil- 
waukee’s early shoemakers, at the age 
of 13. 

The Weinbrenner-Peffer Co., launch- 
ed with a capital of $340, operated 
profitably for nearly seven years, when 
Mr. Weinbrenner established his manu- 
facturing business as a side issue under 
his own account with $500 capital. In 
1900 he added an additional $10,000. 

The expansion continued with the 
partners severing connections in 1903, 
Mr. Peffer continuing as a jobber and 
Mr. Weinbrenner expanding his manu- 
facturing operations. In 1909 the firm’s 
present attractive plant at 226 E. Ju- 
neau Ave. was built. Branch plants are 
operated by the firm in Marshfield, 
Merrill and Antigo, Wis. 

In 1927 Mr. Weinbrenner sought 
semi-retirement when he sold the con- 
trolling interest in his company, but 
a death in the management in 1940 
forced the veteran shoe manufacturer 
again to take an active part in the 
business. 

The firm, makers of men’s and chil- 
dren’s shoes, has more than doubled its 
operations in the past two years. Al- 
though the Weinbrenner company is 
handling large government orders, the 
great majority of its business is still 
in civilian goods production, it is re- 
ported. 








Elected to City Council 
LANSING, MicH.— Arthur Cranmer, 

manager of Kinney Shoes, here, has 

been elected to Lansing’s City Council 


as alderman representing the third 
ward. Mr. Cranmer has been manager 
of the Kinney store for the past twelve 
years, : 





Henry Erbach 


RocHEestTer, N. Y.—Henry Erbach, 
61, whose last position in the shoe in- 
dustry was superintendent of the Perth 
Co., Ltd., Perth, Ontario, died at his 
home in this city Nov. 16 after being ill 
for a year. 

He was born in Rochester—a nephew 
of the late Emil P. West, who was 
president of Wright & Peters Shoe 
Company here—and learned shoemak- 
ing in its plant. Then he went on the 
road for the Maloney Shoe Co., serving 
in a similar capacity later for the Wein- 
brenner Shoe Co., Milwaukee. 

With a genius for making and hold- 
ing friendships, he was a highly popu- 
lar traveling salesman, but accepted an 
offer to get back into production, tak- 
ing the superintendency at Perth. Three 
years ago he retired, returning to 
Rochester to live. 

He leaves a widow, Mrs. Jennie Er- 
bach; his mother, Mrs. Lena Erbach, 
and a brother, Harry H. Erbach, who 
was formerly with the United Shoe 
Machinery Corp., and is now living in 
Fort Lauderdale, Fla. 





Good Business at 
Army Repair Shop 


CoLuMBIA, S. C.—The shoe repairers 
at Fort Jackson, near Columbia, had 
far from an easy job from October, 
1941, through September, 1942. During 
this period the shoe repair department 
resoled more than 180,000 pairs of 
shoes, according to Colonel John W. 
Llufrio, chief of the quartermaster 
branch, supply division. 

Of the shoes resoled, 179,932 pairs 
belonged to soldiers at Fort Jackson, 
4005 pairs to the Columbia Air Base, 
634 pairs to the Florence Air Base, 
1341 pairs to Fort Moultrie, and the re- 
mainder to Shaw Field. 





Former Shoe Man 
Killed in Action 


DANVILLE, VA.—Kelly Yeatts, 26, 
Danville shoe salesman, is among those 
who have been killed in the Pacific 
naval warfare, according to advices re- 
ceived here. These advices said the 
body had not been recovered. 

Young Yeatts-enlisted in the Navy 
four years ago. The last time his 
parents, Mr. and Mrs. B. L. Yeatts, 
heard from him was about seven weeks 
ago. 

Besides his parents, he is survived by 
three sisters and three brothers, one of 
them, Noble Yeatts, is serving in the 
Army. 
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Group Showings Reported Successful 





Sponsored by Philadelphia Shoe Travelers’ Association, These 
Exhibits Provide Solution to Problems Imposed 
by Wartime Travel Restrictions 


PHILADELPHIA, Pa.—According to re- 
ports received, the group showing of 
shoes by salesmen under the auspices 
of the Philadelphia Shoe Travelers’ As- 
sociation as outlined in an article ap- 
pearing some time ago in Boot AND 
SHOE RECORDER, has proved highly 
successful. The idea, as originated at 
a meeting of that organization, was for 
its members, and in fact any salesman 
traveling out of this territory, to show 
their shoes at a given point at a given 
time. The object was to have as many 
lines displayed as possible and thereby 
afford the retail shoe merchants of the 
district to concentrate their observa- 
tions and buying, thus conserving both 
their own time and that of the sales- 
men, and at the same time conserving 
the gas and the rubber of the latter. 
The meetings arranged were entirely 
free. There were no charges other 
than the cost of hotel sample rooms, 
and exhibits were not confined to the 
members of the association. In fact, a 
salesman not a member who wished to 
exhibit need only write the hotel direct 
for reservations, if he did not care to 
work through the association office. 

The first of these shows was held at 
the Hotel Sterling in Wilkes-Barre, 
Pa. There were 20 lines on exhibition, 
many visitors were in attendance and 
business was active. The second show 
was held at the Hotel Necho Allen in 
Pottsv-lle, and with approximately the 
same number of exhibitors, the report 
comes that the salesmen were busy 
both day and evening with many cus- 
tomers coming from as far as 100 miles 
away. Nov. 22 to 24 was scheduled 





Dates to Remember 


Annual Buyers’ Week and Style 
Show, Indiana Shoe Travelers’ 
Association, Claypool Hotel, In- 
dianapolis, Ind. 

November 29, 30, December 1, 1942 

Spring Convention, Mid-Continent 
Shoe Travelers’ Association, 
Skirvin Hotel, Oklahoma City, 


November 29, 30, December 1, 1942 
Middle Atlantic Shoe Retailers’ As- 

sociation Cenvention, Hotel Ben- 

jamin Franklin, Philadelphia, 

Pa. January 10, 11, 12, 1943 





for the Hotel Lycoming in Williams- 
port, Pa. 

The showing that will be held at the 
Hotel Colonial at York from Nov. 30 to 
Dec. 1 is, however, expected to be the 
most important of all. There are ex- 
pected to be from 30 to 40 lines shown, 
and active cooperation has been offered 
by the very active York Shoe Retailers’ 
Association, as indicated by a commu- 
nication received by Mr. Frank Ober- 
field, secretary of the Philadelphia 
Shoe Travelers’ Assoc’ation. 

As this is purely a cooperative effort, 
no printed promotional matter has 
been put out, but each salesman has 
been expected to notify his own ac- 
counts of the showing, and the results 
as given above seem to indicate that 
the Philadelphia Shoe Travelers’ have 
offered a solution to at least some of 
the problems of salesmen’s travel under 
present war conditions. 





Red Cross Display 
In Shoe Window 


LANCASTER, N. H.— The Spear Shoe 
Store attracted much attention here 
when the management permitted Lan- 
caster Chapter of the Red Cross to have 
a window display of its production 
work. The display showed a little of 
what the Red Cross workers are doing 
in the war effort, and brought many 
favorable comments for the organiza- 
tion, as well as the shoe store for its 
generous donation of space. 





Seek New Type Shoe 
For Women Workers 


LonpoNn, ENG.—The Director-General 
of Civilian Footwear has been asked to 
produce a special “industrial” shoe for 
women factory woukers. The type sug- 
gested is a strictly utility design cap- 
able of resisting oil and heavy enough 
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to stand up to the chafing caused by 
metal shavings. 

Discussions on the availability of 
materials and the price at which such 
a shoe should be marketed are now go- 
ing on with representatives of the 
manufacturers. A demand may be made 
on behalf of factory workers that in- 
dustrial shoes should cost less in cou- 
pons than the five now required for 
other types. In some factories women 
wear out a pair of shoes a month. 


Charles W. Reynolds 


RCCHESTER, N. Y.—Word has been re- 
ceived here of the death of Charles W. 
Reynolds, former traveling shoe sales- 
man, at Leonia, N. J., recently. While 
in this city, in which he lived for many 
years, he traveled for L. P. Ross, who 
was in the wholesale shoe business, and 
he was with other companies later. He 
leaves a widow, Mrs. Mayme Reynolds, 
and daughter, Mrs. Florine Blanco. 





Expect to Curtail 
Canadian Civilian Production 


ToRONTO, ONT.—Some curtailment of 
manufacture of shoes for civilians is 
anticipated in Canada, according to 
Canadian Footwear Administrator 
Louis Daoust, who is a past president 
of the Shoe Manufacturers’ Associa- 
tion, and is now vice-president of 
Daoust, Lalonde & Co., Ltd., shoe manu- 
facturers and tanners, of Montreal. Mr. 
Daoust, who was appointed Footwear 
Administrator under the (Canadian) 
Wartime Prices & Trade Board, states 
that although the men’s welt manufac- 
turers, by order of the WPTB, are per- 
mitted to offer to civilian requirements 
only 25 per cent of their total produc- 
tion, and must make for the Depart- 
ment of Munitions and Supply not less 
than 75 per cent of their production in 
military footwear, other manufacturers 
have been permitted to make men’s 
shoes. Their production, under different 
processes including staple welts, Mc- 
Kays, and nailed shoes, “should take 
care of the requirements of men’s shoes 
in Canada for the duration,” he as- 
serted. 

“The problems of this Administra- 
tion,” Mr. Daoust said, “are to obtain 
supplies of raw materials, and to deal 
with the manpower situation. This sit- 
uation will force a curtailment of pro- 
duction of civilian footwear. No serious 
shortage of men’s footwear is ex- 
pected.” But in this and other lines of 
footwear for civilians, production will 
depend upon the manpower problem, he 
indicated. 

“The problem becomes one of finding 
ways to release men and women for the 
war industries and the forces, from 
civilian industries and services. The 
ready sources appear to be: through 
elimination of non-essential products 
end services, through better use of ex- 
isting labor by concentrating on simpler 
standardized products, and by search- 
ing for ways to eliminate waste, and 
through the greater use of women in 
industry and the services. 





They Do Him Proud 


New YorK—Joe Schwartz, New York 
City salesman for the Marion Shoe 
Division of Daly Brothers, is one of 
the proudest fathers in the business. 
His older son is now master of cere- 
monies for camp entertainment in the 
United States Army in a camp near 
St. Louis, Mo. His younger son is in 
the Navy, has recently been promoted 
to second class seaman. 





“| like to trade at Jones’ Shoe Store,” 

says Mrs. Smith, “because the sclespeo- 

ple there seem to know their business 

and fit me to shoes that always satisfy.” 

It's a safe bet Jones’ salespeople read 
Boot and Shoe Recorder. 
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A Shoe Man’s Contribution to War Effort 





New Albany, Ind.—Because he felt it was one contribution he could make in the 
war effort, 80-year-old Charies A. Schan, left, who retired in 1927 after operating 
a retail shoe business here nearly fifty years, came out of retirement recently to 
take over as manager of the Stein Shoe Store in the absence of Leon P. Stein right, 
who was inducted into the Army. Mr. Stein had been operating the store since 
1935 when his father, Louis C. Stein, died. The business was established in 1865 


by his grandfather, the late Peter Stein. 


Mr. Schan's father established their busi- 


ness in New Albany in 1861, and the son took over in 1880. 





Julius C. Hero 


LOUISVILLE, Ky. — Julius C. Hero, 70 
years of age, dean of Louisville shoe 
men, died recently at his home in the 
Puritan Apartments, Louisville. Mr. 
Hero had been in poor health for a 
number of years. 

Prior to his retirement from active 
business a few years ago, he had been 
in the retail shoe business for about 
fifty years, and for many years handled 
the Edwin Clapp line of men’s shoes, 
and for some time had his own plant 
in Louisville, manufacturing custom 
made shoes. For many years his place 
of business was in the heart of the 
financial and legal section of the city. 
After disposing of his business he con- 
tinued for some years to be interested 
in a retail business operated by his 
nephews, in which he held a financial 
interest. 

Mr. Hero years ago was a member of 
the old Shoe and Leather Club, the late 
Louisville Shoe Retailers’ Association, 
and other dealer bodies. He was past- 
master of Mt. Zion Lodge of Masons. 
He was a director for 33 years of the 
Lincoln National Bank & Trust Co. 

Surviving are his widow, Mrs. Carrie 
E. Hero, and several nephews and 
nieces. 


Visits New York 


LOUISVILLE, Ky., Nov. 21.—Col. Fred- 
erick Levy, head of Louisville’s men’s 
store, Levy Brothers, accompanied by 
Mrs. Levy, recently left for New York. 
They expect to spend several weeks in 
the East on combined business and 
pleasure. 


Shoe Course Again Offered 


CLEVELAND, OHIO.—The Retail Train- 
ing Institute, sponsored by the Retail 
Merchants’ Board and the Cleveland 
Board of Education, is once again offer- 
ing a course in shoe retailing, to last 
for ten weeks. This follows a first 
course offering last Winter and early 
Spring. Meetings are held at the Mid- 
Day Club on Thursday nights. 

Dr. Jay A. Reed, Cleveland chiropo- 
dist, was guest speaker at the first two 
sessions covering anatomy of the foot 
and the fitting process. The Brannock 
film, “The Key to Repeat Sales,” was 
shown. Cleveland shoe buyers are co- 
operating in the course. Wilson B. 
Fiske, Cleveland editorial representa- 
tive of Boot & SHOE RECORDER, is the 
course instructor. 


To Work in War 
Product Plant 


New Yor«K.—Harry G. Hadermann, 
Philadelphia branch sales representa- 
tive for U. S. Rubber Co., has recently 
completed a technical and administra- 
tive instruction course at the Provi- 
dence factory of United States Rubber 
Company and has been assigned to duty 
at one of the company’s war product 
plants. 

Previous to “his-five years in Phila- 
delphia, Mr. Hadermann was a sales- 
man in the New York branch of the 
rubber company, and before that spent 
seven years in the export division. On 
leaving Providence, he was given a 
farewell gift by the employees of the 
factory department under his super- 
vision. 
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ASCO presents THE Paliant SHOE 


— ALL LEATHER — Built to Meet Rigid Military Requirements 


SELECTED UPPER LEATHERS 
OAK-BEND LEATHER SOLES 
GENUINE LEATHER COUNTERS 
SOLID LEATHER HEELS 

STEEL SHANKS 

GRAIN LEATHER INSOLES 
LEATHER QUARTER LININGS 
SIZES 6-12, B, C, D WIDTHS 


IN STOCK FOR IMMEDIATE DELIVERY 


STYLE 600 





Send for Catalog 





STYLE 600 @ TAN BUCKLE OXFORD 
STYLE601 @ BLK. BUCKLE OXFORD 
STYLE610 @ TAN BLUCHER OXFORD 
STYLE611 @ BLK. BLUCHER OXFORD 
STYLE 620 @ TAN PLATEAU OXFORD 
STYLE621 @ BLK. PLATEAU OXFORD 
STYLE 640 @ TAN AIR PILOT OXFORD 
STYLE 641 @ BLK. AIR PILOT OXFORD 


Military — Athletic Footwear 


THE ARNOFF SHOE CO., [O/ DUANE ST., N. Y. C. 








Shoe Business in 
Wartime Atlantic City 


ATLANTIC City, N. J.—With tran- 
sients almost tripling the population 
of Atlantic City, the shoe business has 
reacted to the new setup. The general 
volume is up but definitely not in the 
same proportion as it is in the indus- 
trial centers. Naturally, the great 
change has come about in the men’s 
end, although all departments of the 
business have shown a healthy step-up. 

Women’s and children’s business 
shows a small but definite increase due, 
first, to the fear of scarcity which 
prompts over-buying. There is also 
much more money in the hands of per- 
manent residents. The closing of the 
beach-front hotels has filled the side- 
street hostelries and the boarding 
houses, many of which would normally 
be closed at this season of the year. 
This rush is expected to continue long 
after the duration, for the families of 
the soldiers stationed in Atlantic City 
who visit their boys must be provided 
with accommodations. The tourist trade 
did not materially benefit the average 
shoe retailer of Atlantic City and the 
Boardwalk shoe stores are having a 
hard time with the chance that they 
may pass out of the military picture 
of this resort town. 

The night shoe business of Atlantic 
City has grown by leaps and bounds. 
Not many of the soldiers enjoy wear- 
ing their G. I. shoes when they are off 
duty, and they rush to purchase mili- 
tary dress footwear on their first night 
off. The chief problem confronting the 
old-timer in the business is the influx 
of Army and Navy stores into Atlan- 
tic City and the incorporation of shoe 
departments into the military stores 
that have always operated here. In 
too many cases the proprietors of these 
Army and Navy supply stores look 
upon shoes as strictly a sideline and 
figure that their general overhead 
comes from the markup on clothing, 
furnishings, etc. In this respect they 
are tough competition for the shoe mer- 
chant who features shoes exclusively. 
It is not unlikely that some of the At- 
lantic City shoe retailers may seriously 
consider the idea of putting in other 
military supplies. 
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When you have read this copy of the 
RECORDER, pass it along to the mem- 
bers of your sales staff and urge them 
to read it too. New salespeople in shoe 
stores will find the RECORDER a valuable 
source of information that will aid them 
in their work of fitting and selling shoes. 





This idea of branching out is being 
considered only as a matter of self- 
defense. The boys have so many needs 
to be satisfied only in these military 
supply stores that they congregate 
there and do ALL of their buying, in- 
cluding their shoes needs. There are 
those who still believe that the place 
to buy shoes is a shoe store, and this 
smaller percentage has the money to 
buy quality merchandise. This fact is 
being recognized more and more, and 
it may ultimately force some of the 
early-closing shoe stores to remain open 
during the evening hours. 

The future of the shoe business for 
Atlantic City looks to be better than 
good for the simple reason that there 
is an almost entirely new group of 
trainees in the city every thirty days. 
This is the first Winter in the history 
of the resort town that the merchants 
feel definite optimism. The loss of the 
tourist trade is not seriously felt by 
the average retailer, and there is more 
money in constant circulation here this 
Fall than has ever been known before. 

The increase in general shoe business 
would be far greater were it not for 
the closing of the large hotels to ci- 
vilians. This has thrown many out of 
employment and, because there are no 
industries here to absorb these people, 
many have moved away. But in the 
great rush occasioned by the Army oc- 
cupation, few shoe retailers are com- 
plaining about current business or are 
manifesting concern about the future. 
On the contrary, the present stimula- 
tion of volume is regarded as being 
permanent for the duration. 


James B. Hayes 


FARMINGTON, N. H. — James Bu- 
chanan Hayes, 84, who had been a shoe 
factory executive as well as a retail 


dealer, is dead here after a long illness. 

A native of North Rochester, he 
started work as a young man at the 
Whitehouse Shoe factory in Rochester. 
Later he came to the Frank E. Edgerly 
Shoe Co. here, and during the 30 years 
that he was connected with the firm 
he rose from bench worker to super- 
intendent. 

After leaving the manufacturing end 
of the -business, he operated a retail 
shoe store in the Odd Fellows Building 
annex until forced by failing health to 
retire about three years ago. 


Receives Army Commission 


BINGHAMTON, N. Y.—Dr. Nicholas R. 
Occhino, who has been a member of the 
medical staff of the Endicott-Johnson 
Corporation for the past eight years, 
has been given a commission as first 
lieutenant in the Army and has re- 
ported for service at the Legarde Gen- 
eral Hospital in New Orleans. 





Retail Buying Slackens 


ROcHESTER, N. Y.—Shortages of sales 
help and of wanted sizes in shoes have 
contributed toward slackening the pace 
of buying in retail shoe stores during 
the past week. Another factor is the 
weather, which, with only one cold spell, 
has been exceptionally mild during the 
Fall. 

Young people, especially, are calling 
for calfskin footwear—sometimes with- 
cut getting their wants supplied. 

Meanwhile slippers, as colorful as 
ever, have blossomed in display win- 
dows and are attracting Christmas 
shoppers who came out in force early 
to make purchases. 


R. R. Faircloth 


CHARLOTTE, N. C.—R. R. Faircloth, 
who represented the Marion Shoe Divi- 
sion of Daly Brothers, in North Caro- 
lina and Southern Virginia, died sud- 
denly in a hotel in his territory re- 
cently. He leaves a widow, a married 
daughter, and a son in the United 
States Marines who is now stationed 
in the Solomon Islands. 
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OLESALE DISTRIBUTORS 

a America’ s Leading Brands 
SINCE 1910 
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Feature Low Heel Stepin 


SAN JOSE, CALIF. — Herold’s, one of 
the leading retail shoe stores in San 
Jose, is devoting publicity and display 
to a stepin model of elasticized suede. 
Featured in colors of black, brown, and 
blue, the low-heeled shoe is quite pop- 
ular with many women for business and 
general wear, and reported to be com- 
manding good sales. 
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Congratulations to the Kuhls 


PITTSBURGH, Pa.—Open house marked 
the golden wedding anniversary of Mr. 
and Mrs. William H. Kuhl at 4023 Cali- 
fornia Ave., here, on November 17th. 


MR. AND MRS. W. H. KUHL 


The celebration brought together many 
lifelong friends. Mrs. Kuhl wore her 
wedding dress, but Mr. Kuhl found that 
an increase of some 50 pounds marred 
the historic picture of 50 years’ elapsed 
time. 

The firm of Kuhl & Co., retailers of 
fine shoes at 527 E. Ohio St., P tts- 
burgh, has enjoyed the attention of Mr. 
Kuhl six days a week in good health 
and spirits. 


Shoe Man Captain 
In Army Exchange Service 


LOUISVILLE, Ky._-Dan C. Byck, presi- 
dent of Byck Brothers, has just been 
commissioned captain in the Army Ex- 
change Service and assigned to training 
at Princeton, N. J. This veteran shoe 
man is also a veteran of the first world 
war and ha; been prominent in civic 
affairs for a score of years. He is a 
member of the executive committee of 
Louisville Foreign Policy Association; 
head of commercial division of the War 
Fund Campaign, and on the local De- 
fense Council. He is also a director of 
the Retail Merchants, musical, theat- 
r:cal and community chest activities. 


Ready for Holiday Trade 


San Jose, CALIF.—Retail shoe dealers 
in San Jose are ready for the Christmas 
trade with retailers in general expect- 
ing an excellent volume of sales this 
season. In many instances the volume 
of business this year i; expected to top 
that of former years owing to the heavy 
employment of people in defense in- 
dustries. 

Some dealers report that many cus- 
tomers are already purchasing shoes, 
moccasins and various types of slippers 
for Christmas presents, with sales in- 
creasing as the season advances. 

There is a tendency among early 
shoppers to purchase quality footwear, 
it is pointed out. 


Shoe Store Moves 
To New Location 


SAINT PAUL, MINN. — Scholl’s ha: 
moved to a new location at 416 Rober: 
Street, a move considered advantageous 
because it puts the store on a heavy 
traffic street in the shopping cente) 
close to two of Saint Paul’s large-t de 
partment stores. 

The reception room of the shop is 
done in light finished wood with cream 
leather upholstered furniture. Walls 
and carpet are of a soft green. A single 
counter case at the front of the store is 
used for display, with a wall case be- 
hind it for foot-comfort small supplies 
in boxes. All stock is hidden. At the 
rear of the room is an X-ray machine. 

Fittings of customers are given in 
private booths, hung with curtains for 
privacy. The four booths use blue colon 
scheme, with blue striped velour up- 
holstered individual chairs. 

With the opening of war plants in 
this district a distinct rise in business 
has been noted. As part of the Scholl 
store’s more efficient service in correct 
shoe-fitting the store takes the occupa- 
t:on of each customer from its files. It 
thus has conclusive proof that machine- 
workers who must stand long hours are 
becoming extremely foot-conscious and 
purchasing shoes of better quality. 


Accept Rubbers for Sale 


MILWAUK At least two Wis- 
consin shoe dealers are taking steps to 
help put back into circulation children’s 
outgrown rubbers by accepting them 
for resale. The stores making this offer 
are the Johnson Boot Shop in Racine, 
operated by A. J. Peters, and Thomey’s 
Shoes in Kenosha. The proposal applies 
only to children’s footwear, which must 
be in good condition and have a sea 
son’s wear in them. 

The proposal sets forth that adults 
must bring in the footwear and it will 
be accepted on Monday, Tuesday, 
Wednesday and Thursday mornings. 
The person is furnished with a credit 
slip to be honored on future sale, after 
the rubber footwear has been sold. 

The stores reserve the right to ac- 
cept or reject any footwear. 


Operating Two Departments 

who 
operates the men’s and boys’ shoe de- 
partment in the F. C. Nash & Co. de- 
partment store, has bought the sport- 


PASADENA, CAL.—A. Metzger, 


ing goods section in the Nash store 
and will operate it in conjunction with 
his shoe department. As the depart- 
ments adjoin, the operating question 
will be simple--Mr. Metzger’s shoe de- 
partment has been considerably en- 
larged, both in seating capacity and 
stock room facilities. He now has added 
space for 2,000 more pairs of shoes than 
previously. John Gallado, who was in 
The Famous Department Store, Cora- 
opolis, Pa., has been selected by Mr. 
Metzger as his assistant. 
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PATENT COLT is city-slick, poised, pert, smooth and 
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and high heeled), ghillies, one and two eyelet ties, 
sandals and straps. PATENT COLT shoes can be 
coordinated with matching bags and belts. 
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SALESMEN WANTED 





SALESMEN WANTED 











PLAY SHOES 
Factory with daily output of 150 cases $2.00 retail wants 
REPRESENTATIVE 


for Middie West, who is thoroughly familiar and acquainted with the leading trade. 
Please give full details in first letter, also mention previous and present activity. 
Address Box No. 694, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York, N. Y. 











HELP WANTED 


HOTELS 





WANTED: Shoe Man, Capable Buyer and 

Manager for high grade Ladies’ Shoe De- 
partment Chicago suburb. Give experience. 
Address #695, care Boot & “Shoe Recorder, 
209 So. State St., Chicago, Ill. 


ETAIL SHOE MEN WANTED—Men hav- 
ing six months or more experience in retail 
selling, who are in 3-A or unclassified, please 
apply. All inquiries held strictly confidential. 
Steady work, good pay. Give age, amount of 
experience, and three character references. Ad- 
oe Bowman Bros. Shoe Stores, Monmouth, 
inois. 








FOR SALE 


ADIES READY-TO-WEAR AND SHOE 

STORE now doing $35,000. Can do $50,000. 
Will reduce stock to $1,000 or less. Have 
modern fixtures, 100% location: reasonable 
rent; good town of 15,000 population in radius 
50 miles of Charlotte, N. C. Reason for sell- 
ing: In the Service. Address #690. care Boot 
& - > Recorder, 100 East 42nd Street, New 
York, N. Y. 


POSITION WANTED 


SHOE MANAGER SEEKS ADVANCE. 

MENT; For 18 years thoroughly experi- 
enced and recognized shoe manager, buyer, 
salesman, and graduate of Orthopedic know! 
edge of Men’s, Women’s and Children’s lines; 
44 years old; train personnel and specialize in 
correct foot fitting. Concentration plan. Clean 
cut merchandising, salesmanship and personality 
that produce profits. Employed. No draft. 
Ready and qualified for greater opportunity to 
serve now. References. Address #696, care 
Root & Shoe Pecorder, 100 East 42nd Street, 
New York, N. Y¥. 


LINE WANTED 


FoR IOWA AND NEBRASKA a line of 

Women’s Play Shoes retailing from Three 
to Five Dollars; also a better Grade Line of 
Children’s Stitchdowns. Selling only best rated 
accounts. Sixteen years’ experience. Refer- 
ences. Address #697, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 


N. ¥. 
























FOR A GOOD 


—< ms GET A GOOD 
5 NIGHTS SLEEP AT 









HOTEL ATLANTIC 


A convenient downtown hotel with 
reasonable rates from $2.25 up. 
CLARK NEAR JACKSON 
CHICAGO 











Change of Shoes 
Retommended 


SaN FRANCISCO, CAL.—One of San 
Francisco’s leading stylists urges wo- 
men, in these hectic war days, to change 
shoes frequently as a letdown to modern 
tension. Active days at war work and 
business demand low and medium heels. 
Cocktail hour and evenings put one in 
the mood for dressy shoes. Since fash- 
ions are fundamentally simple in war- 
time, shoes are an important accessory 
in diversifying one’s wardrobe. Low 
heeled pumps and walking type shoes 
are excitingly varied by tailored bow 
trims, clever tongue effects and stitch- 
ing details. A suede pump, its flat 
bow bristing with nailheads, is equally 
smart to wear with a suit or a dress. 


WANTED TO PURCHASE 








A HOUSTON, TEXAS, 


Men's job lot shoe store will pay you top 
cash pases for your men's high grade shoes 
Especially Edwin Clapp; Johnston & Murphy; 
Florsheim; Nunn-Bush; Smith; Bostonian, etc 


STANDARD MAKE SHOES 
716 Fannin Street, Houston, Tex. 











WE WILE BUY 


CASH 


RETAIL SHOE STORES : 
AND PAY HIGHEST PRICES z 
CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 
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SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 

















WEBUY 
Entire or Surplus Wholesale and Retail 
Stecks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, - 
tonians, Stetson, Red Cross, Nunp-Bush, Etc. 

IRVIN RUBIN 
“The House of Jobse’’ 
89 Reade St., Cor. Church 

Phone Barclay 7-7887 New York City 








WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 
19 N. 4th St 
Phone MARket 1666 


Philadelphia, Pa 














SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 














CLASSIFIED ADVERTISING RATES 


The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
&F Advertisements for this page must be in our New York Office on Friday of the week preceding publication “2 
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Hold Class in Retail Selling 


BALTIMORE, Mp.—A lecture class in 
retail shoe selling, taught by Nathan 
Schenthal former shoe buyer at Hochs- 
child, Kohn & Co, and sponsored by 
the Vocational School Division of the 
Department of Education, is now being 
held once a week at the Central Branch 
of the Enoch Pratt Free Library, here. 
The series of sessions is a practical 
course on the construction, pattern, care 
and selling of shoes. It is attended by 
both men and women, many of whom 
are now selling shoes, but who need in- 
creased information on this subject. Mr. 
Schenthal, who has had 45 years of 
shoe buying experience with the Balti- 
more store, is particularly fitted to 
teach this class. 





Business to Have 
Staggered Hours 


SAN FRANctsco, CAL. — In a short 
time San Francisco will put into effect 
staggered hours for all business offices, 
stores, schools, city government and 
other industries. This step is made 
necessary because of traffic congestion 
and is aimed at spreading street car 
traffic over a longer period during peak 
hours. Retail stores will open at 10.30 
A. M. and close at 6 P. M., and the 
present plan of keeping stores open on 
Thursday evenings will be discontinued. 
Employees of large offices, and the city 
administration, will start work half an 
hour earlier and close half an hour 
earlier. 


Heads Shoe Department 


ROCHESTER, N. Y.—George Ketchum 
has been appointed shoe buyer for Mc- 
Curdy & Company as successor of Leo 
A. Schulthies, who has enlisted in the 
Air Division of the United States Army 
and is now stationed at Lincoln, Neb. 
Mr. Ketchum has long been in the shoe 
department at McCurdy’s, knows its 
policies intimately, and is ably qualified 
to carry on the work of the department. 





Large Contribution 
To Community Fund 


BINGHAMPTON, N. Y.—Continuing in 
a long list of benefactions, the Endi- 
cott-Johnson Corporation, with a gift 
of $15,000, is the largest single con- 
tributor to the Binghamton Community 
Chest for the coming year. The gift 
was made by George F., George W. and 
Charies F. Johnson, Jr., in behalf of 
the company. 





Store Managers Changed 


Syracuse, N. Y.—R. S. Cole, who was 
manager of the Nettleton store in Fort 
Worth, Texas, has left there to become 
manager of the company’s store in 
Jacksonville, Fla. R. C. Horton, for- 
merly of the San Antonio store, has 
been made manager of the Fort Worth 
store. 


November 28, 1942 





Wisconsin Rubber 
Dealers Registered 


MILWAUKEE, Wis. — Registration of 
Wisconsin dealers in rubber footwear 
totals 1,092, according to Lawson 
Bauer, state rationing officer. The fig- 
ure includes manufacturers, wholesalers 
and retailers, but is made up almost 
98 percent of retailers. An increase 
was expected, however, as Mr. Bauer 
warned firms planning to acquire such 
supplies that after Nov. 28 they must 
have certificates of registration. 





White Shoes for Winter 


San JOSE, CAL.—White shoes remain 
in considerable favor with many wo- 
men and girls in San Jose for fall wear, 
with indications of their popularity con- 
tinuing through much of the Winter 
season. 

Several local shoe retailers are fea- 
turing white footwear in smart window 
displays at popular prices. 

The fact that white shoes add a touch 
of distinction to practically any cos- 
tume, and are in complete harmony with 
almost any color, contributes materially 
to their popularity with many people 
in this city throughout the year, it is 
pointed out. 





Outdoor Christmas 
Decorations Taboo 


SAN FRANCISCO, CAL.— While the 
Christmas spirit may flourish within 
the confines of retail stores, all outdoor 
decorative lighting will be absent. With 
stringent dimout regulations in effect, 
including black-hooded street lights and 





shaded window illuminations, the cus- 
tomary holiday atmosphere will be ab- 
sent from the business streets of San 
Francisco this year. 

With plenty of stocks in stores and 
ample paychecks in the customers’ pock- 
ets, merchants are enjoying the biggest 
Christmas business in their history. 
People are doing their Christmas shop- 
ping early, and shoe stores are having 
the greatest run of buying of all grades 
of fancy and staple shoes. . Leather ac- 
cessories carried by shoe stores are still 
plentiful, and buyers have wide choices 
in selection. On December Ist over six 
million dollars in Christmas Fund 
checks will be mailed by banks, which 
will add to the torrent of money avail- 
able for shopping. Thousands of wives 
and families of service men have come 
to San Francisco to be near their rela- 
tives serving overseas and most of the 
Christmas presents selected by this 
group are selected from serviceable ar- 
ticles, like shoes, slippers and wearing 
apparel for loved ones. 


Joseph M. Neisner 


ROCHESTER, N. Y.—Joseph M. Neis- 
ner, 61, president and with his brother, 
the late A. H. Neisner founder of Neis- 
ner Brothers, Inc., one of the leading 
chain stores systems of the country, 
which maintains shoe departments in 
most of them, died at his home in this 
city last week. 

Before coming to Rochester the 
brothers operated a small variety store 
in Port Chester. Then, in 1914, with 
this city as their headquarters, they es- 
tablished a store which was the nucleus 
of a chain that spread into 118 units 
throughout the country. 





Window Display Features Quality 





Los Angeles, Calif.—in introducing a new line of feature shoes, Young's Speedy 
Shoes used an especially made wax figure of an old time shoemaker for eye appeal. 
This oldtimer carried over the idea of quality and expert workmanship. The figure 
was made especially for Young's by a famed Los Angeles artist and was seated on 
an authentic replica of an old New England shoemaker's bench. “While everybody 
knows very few shoes are now made entirely by hand, the quality impression pre- 


vailed in this windowful of men's shoes,” 


said Welton Wheaton, display manager 


for Young's Shoe Stores. 
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RITESTART 
Pre- Walker 


Two and three quarters million babies 
will be born within the next twelve 
months . . . 2,750,000 Billys, Bettys, 
Johns and Janes—ready for shoes! 


This huge.baby crop — the biggest 
in twenty years — means a tremendous 
increase in volume in infants’ and 
babies’ footwear. 

Get set for this business — Now. 
The flexibility of our arrestarts, the 
National Advertising and the large In- 
Stock service all mean easier sales, 
faster turnover, quicker profits. 

Write for samples 
Use coupon below—today 


RITESTART 
First-Stepper 
Boot. Sizes 2-6; 


DR. A. POSNER SHOES, INC. 

137 Duane Street, New York City 
Gentlemen: 

C Please ship prepaid (1) pair each Ritestart 
Pre-Walker and Ri First Stepper for 
my examination. 

(Please ship “Ritestart Package™* of 36 psirs 
assorted sizes. Bill us $61.20 less 2% —10 days. 
E. O. M. 





STORE 





ADDRESS. 





cITY 





BU YER. 


*Package consists of 12 pairs # 1420 and 24 
pairs # 1334 in assorted sizes and widths. 














A Buying Guide 


TO ADVERTISERS IN THIS ISSUE 


ALLIED KID CO., New York, Boston, Philadelphia 

ARNOFF SHOE CO., INC., New York City 

BARIS SHOE COMPANY, New York City 

BARSH & CEASAR,. Philadelphia, Po. 

BELLAIRE-SHOE CO., Portland, Me. 

BROOKS SHOE MFG. CO., Philadelphia, Pa. 

CAMITTA SHOE COMPANY, Philadelphia, Pa. 

CHARLSAM FOOTWEAR CORP., New York City 3rd Cover 
COHEN, B., SHOE CO., New York City 46 
COLONIAL TANNING CO., Boston, Mass. 2nd Cover 
CONNELL, J. M., SHOE CO., Braintree, Mass. “4 
CONVERSE RUBBER CO., Malden, Mass. ........ 6, 7 
DOUGLAS, W. L., SHOE CO., Brockton, Mass. . 42 
ENDICOTT-JOHNSON SHOE CORP., Endicott, N. Y. 27 
EVANS, JOHN R., & COMPANY, Camden, N. J. . .. Front Cover 
FREEMAN SHOE CORPORATION, Beloit, Wis. ... ; 8 
GERBERICH-PAYNE SHOE CO., Mt. Joy, Pa. .. , Back Cover 
GOODWILL SHOE CO., Holliston, Mass. “4 
HOTEL ATLANTIC, Chicago, Ill. ' 48 
HOTEL LENNOX, St. Louis, Mo. ..... be 48 
HOTEL LORD BALTIMORE, Baltimore, Md. ... 39 
JARMAN SHOE COMPANY, Nashville, Tenn. .. ‘ ac 
JUSTIN, H. J., & SONS, INC., Fort Worth, Texas 

KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. 

KIRSCH-BLACHER CO., INC., New York City . 

LYONS & COMPANY, New York City . 

MOULTON-BARTLEY, INC., St. Louis, Mo. 

MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass. 

MUSEBECK SHOE COMPANY, Danville, Il. 

POSNER, DR. A., SHOES, INC., New York City 

REPUBLIC BUILDING, Chicago, Ill. 

RICHLAND SHOE COMPANY, Nashville, Tenn. 

RUBIN, IRVIN, New York City 

SCHOLL MFG. CO., THE, Chicago, Ill. 

SLATER, C. B., CO., So. Braintree, Mass. 

SPAULDING FIBRE COMPANY, No. Rochester, N. H. 

SUPERIOR SHOE CO., Chicago, Ill. 

TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Brockton, Mass. 

UNITED LAST COMPANY, Boston, Mass. 

UNITED SHOE MACHINERY CORP., Boston, Mass. 

WEIL, M. K., SHOE CO., St. Louis, Mo. 
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